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For Your 


Winter Trade 
with the 


PYRAMID 
, > WARM AIR 
Al HEATER 
Our Standard Grade 


The PYRAMID WARM AIR HEATER is constructed on the 
principle that the BEST is the CHEAPEST. 


Fitted with the PYRAMID GRATE, a feature no other warm air 
heater has, and being durably constructed, we guarantee it to meet 
the demands for which it is built. 


Write today for our latest catalog containing all the particulars. 


FOREST CITY FOUNDRY AND 
MANUFACTURING COMPANY 


Cleveland Cleveland 
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ALPHABETICAL INDEX AND CLASSIFIED LIST OF ADVERTISERS, 50 and 51 
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We Will Tell You Why There Is A Big Demand For 


IMPERIAL wad nad 


_ 








{| It is because they are All-Steel. The 
body is rolled from a single plate of steel, 
securely riveted together in one place 
only. 

{| Absolutely gas and dust tight. 

§] No asbestos packing used. 


{| Will radiate more heat than either 
cast or wrot iron warm air heaters. 


{] Dealers, you must supply the ever 
increasing demand for All-Steel warm air 
heaters. Then why not give your trade 
the best? IMPERIAL ALL-STEEL 
WARM AIR FURNACES will get busi- 
ness for you and the satisfaction they 
give will keep it. 








{| Write to day for complete information 
and new illustrated circulars. 


IMPERIAL FURNACE CO. 


Marshalltown, Iowa , 


JUST AS IMPORTANT 


to ventilate school rooms as to heat them 


Parents and school officials are realizing that it is just as necessary to ventilate 
school rooms as to heat them—it is plainly evident that foul and vitiated air should 
not be reheated and breathed again and again, but should be passed out of the room 


through a ventilator. 


THE FRONT RANK SCHOOL HEATER AND en 


has been designed especially to meet the 
requirements of up-to-date schools. It is 
a simple apparatus, easily controlled, and 
changes the air several timesan hour. The 
inside air is shut off by turning the damper 
in the cold air duct, and the entire supply 
comes directly from outdoors. The smoke 
pipe passes through the center of vent pipe, 
making it a never-failing, positive ventilator 
























Write us for further particulars 


Haynes - Langenberg 
Mfg. 


St. Louis, Missouri 


Front Rank | 
School Heater | @ 
and Ventilator | 














ESTABLISHED 1880 


Representative of 
The Stove Tin Hardware 
Heating and Ventilat- 
ing Interests 
PuBLIsHED Every SATURDAY 


Hardviaire 





AMERICAN A 


Address all communications and 
remittances to 


DANIEL STERN 
Publisher and Proprietor 
910 South Michigan Avenue 
Chicago Illinois 
25 West 42nd Street, New York 
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TERMS OF SUBSCRIPTION IN THE UNITED STATES AND Its Possessions (Invariably in Advance) ONE YEAR PostaGE Parp $2.00 
ForeIGN CountTrigs ONE YEAR PostaGE Parip $4.00 CANADA ONE YEAR PostaGE Palp $3.00 
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Ir 18 A WELL-KNOWN fact that the great success 
which Germany had accomplished in extending its 
foreign trade prior to the beginning of 
Combinations the war in Europe was due in a very 
for Foreign jarge measure to the cooperation be- 
ot, og tween the Imperial government and 
"manufacturers and exporters. Under 
the “Kartel” system it was made possible for manu- 
facturers in kindred or competing lines to pool their 
interests and thus to secure material advantages over 
their competitors from other countries in, for in- 
stance, South America, East Africa and East Asia. 
While, of course, so long as the war lasts the Ger- 
mans are shut off from the markets in these countries 
to a considerable degree, there is no doubt whatever 
that as soon as peace is declared tremendous efforts 
will be made by the German exporters to re-establish 
themselves in their former markets and to extend the 
sales of German products into territories not covered 


by them previous to the war. at 
What has been said about the Germans applies in 


very much the same measure to England and France, 
the other two important competitors of the United 
States in the world’s markets: As soon as the Euro- 
pean war is brought to a close all three of these na- 
tions will put forth extraordinary efforts to re-estab- 
lish themselves and to drive out American products in 
order to rehabilitate their finances. 

This will mean that the comparatively easy time 
which American exporters have at the present moment 
will no longer exist after the end of the war and that 
competition of the fiercest kind will have to be met and 
overcome if we are to maintain our position and to in- 
crease our foreign trade business. 

For this reason it is of utmost importance that the 
Webb Bill be passed during the present session of 
Congress as that measure will legalize cooperation 
among competing as well as non-competing firms in 
the quest of foreign trade. 

The Webb Bill has been favorably reported in the 
House of Representatives at Washington and it is 
fairly certain that it will be brought up for action 
within the near future in the Senate. 

In order to impress upon the Senators who have 
active charge of this bill AMERICAN ARTISAN AND 
Harpware Recorp on Friday, August 25th, sent the 
following telegram to James Hamilton Lewis and Law- 
rence Y. Sherman, United States Senators of Illi- 
nois; F..McL. Simmons, of North Carolina; John 
Sharp Williams, of Mississippi; and Oscar W. Under- 
wood, of Alabama: 


“To maintain and improve position of the United 
States in the foreign trade field, Webb Bill allowing 
combinations in foreign trade must be passed. Manu- 
facturers, wholesalers, retailers, consumers look to 
you to assist in its passage as it means the stabilization 
of prosperity of the United States.” 

The following replies have been received: 

From Senator Sherman:—‘“I have your message 
of yesterday. I favor authorizing by law a combina- 
tion or cooperation of domestic trade for export pur- 
poses. I regard such a right as one of the necessary 
means to develop our foreign trade.” 

From the secretary of Senator Lewis: “Senator 
Lewis directs me to inform you that he is doing all he 
can to have the Webb bill enacted into law. He is mak- 
ing a determined effort to have it placed as an amend- 
ment to the revenue bill now pending in the Senate.” 

It therefore seems reasonable to expect that the 
Webb bill will be passed before Congress adjourns and 
that American manufacturers and exporters will be 
empowered to cooperate without breaking any laws in 
order to establish and maintain themselves on a profit- 
able basis in the world’s market. 








Ir 1s srAteD by good authority, that a careful 
canvass relative to the supply of warm air heaters and 


.. accessories, stocks and, and the prob- 
ee essories, st on hand, and the prob 


of Your able demand for these during the bal- 
Supply of 3 anee af See Cn ae Pee oe 
Warm Air ace of 1916, indicates very plainly that 
Heating sales have been greatly increased during 
Apparatus. the eight months of the year as com- 


pared with the same period in 1915, while the stocks 
in the hands of manufacturers and wholesalers are 
far below normal. It is also estimated that the de- 
mand during the next four months will far exceed the 
supply. 

Another factor in this situation is the difficulty in 
securing labor which naturally means an increased 
cost of production for the manufacturers of warm 
air heaters. This, in addition to the fact that foundry 
capacities have been tested to the limit over the entire 
country, makes it out of the question to expect an ex- 
pansion in production to take care of the extraordi- 
nary increase in the demand. 

Under these circumstances it would, therefore, seem 
that retail dealers and installers of warm air heating 
apparatus and accessories will serve their interests 
best by placing orders for immediate delivery—or de- 
livery as soon ‘as possible—so that they will be in 
position to take care of the business which is bound 
to materialize with the coming of colder weather. 








18 AMERICAN ARTISAN .AND HARDWARE RECORD September 2, 1916. 


AMERICAN ARTISAN has upon several occasions 
urged upon its readers the wisdom of anticipating 
their needs, in view of the steadily advancing prices in 
practically all lines, and also in view of the difficulty 
that every dealer has in securing quick delivery on 
his orders. 








THE worst enemy that any business man has is 
the person who “thinks” that he can sell as cheaply’as 
his competitor, or that he can manufac- 
ture at as low cost as his competitor. 
Real Business If he “knows”—having all the facts 

Principles. }efore him—then he is not an enemy to 
be feared, but rather a friend to be cultivated. 

But the trouble is that so many of us are without a 
full and complete knowledge of all the features of 
our business. We don’t know, or if we do know we 
pay no heed to what we know. 

For instance, we know that it costs real money to 
carry stock on our shelves, and yet we make no allow- 
ance for this cost in figuring our selling price, nor in 
judging as to a seemingly attractive “quantity price” 
and the possibility of disposing of the quantity in a 
reasonable time. 

We know that carrying an account on our books 
costs money, and yet we allow that account, many of 
them, in fact, to stay on our books long after the time 
when by accepted custom it should have been paid— 
and when it is finally paid we are so pleased that we 
neglect to add proper interest charges. 

We know that our time as owner and manager of a 
retail hardware store ought to be worth a certain, 
stipulated amount every week or month and that we 
would expect to receive such an amount if we were 
employed as manager by some one else, and yet we 
fail to include that amount in our expense account. 

We know that if we rent a store building we must 
pay a certain amount each month for the privilege, and 
yet we fail to add a corresponding amount to our ex- 
pense account if we happen to occupy a building of 
our own. 

We know that if we invest a sum of money in an 
enterprise we expect to receive a certain dividend at 
the end of the year; we know that if we deposit that 
same sum of money in a savings bank we will receive 
interest thereon, at the rate of not less than three per- 
cent per year, and yet we make no allowance for this 
interest or dividend in our table of costs. 

One of the chief reasons for the success which some 
concerns are achieving is found in the fact that those 
in charge of the management know exactly what they 
are doing: They know what it costs them to do busi- 
ness; they know how much they can afford to invest 
in their various stocks ; they know how often each par- 
ticular stock must be turned to yield a fair profit ; they 
know all these facts—and they make the proper use of 
this knowledge in the conduct and management of 
their business. 

It isn’t that they buy their merchandise so much 
lower than their competitors, although, of course, in 
some instances they do because of their better knowl- 
edge of conditions. The original cost is of minor im- 


Conduct Your 
Business on 


portance as compared with the manner in which the 
stock is handled after the 1etail hardware dealer re- 





ceives it in his store, and the way in which he attends 
to the other features of management. 

The profit is made in the sales, and not in the pur- 
chase except in very unusual instances. 








THE STOVE OR RANGE which is sold in September 
will not have to be carried over or disposed of at a 
reduced price at the tail end of the 
season. 

This statement may sound rather trite, 
but as a matter of fact it is particularly 
pertinent at this time, because many retailers are prone 
to let opportunities for early sales go by and through 
this neglect very often find themselves confronted 
with either one of the two conditions referred to in 
the foregoing: Either they must sell such stoves and 
ranges as are left in their stock when the winter is 
nearly over at a very much reduced price or else they 
must carry them over for the next season, which 
means a loss of considerable profit in either case. 


Start Stove 
Selling 
Early. 


But this is not the only reason why retailers should 
push sales of cooking and heating appliances hard at 
the beginning of the season. Another very potent rea- 
son is that in the early weeks of the fall it is far 
easier to induce prospects to come to the store and 
examine the stock when it is new and clean than it 
will be after it has been picked over and the novelty 
has worn off, even if the stoves and ranges are kept 
in excellent condition and shine as brightly as on the 
day when they were first put on the floor. 

Furthermore, there is this point to consider that 
the dealer and his salespeople will have more time 
to give to each customer than later on in the season 
when trading is more lively. Neither he nor his sales- 
people can give as careful attention when the store is 
crowded with waiting customers as they can do when 
only a few are there. 

Reports that have come to AMERICAN ARTISAN AND 
HARDWARE Recorp from all over the country indi- 
cate that the Fall and Winter of 1916 and 1917 will 
see a heavy business on stoves and ranges. One rea- 
son for this is found in the fact that during the past 
two or three years business in this line was rather 
dull. People were not inclined to spend any consider- 
able amount of money, and the result is that the old 
stove or range which was made to serve last year 
and the year before, although under ordinary circum- 
stances it would either have been traded in or dis- 
carded altogether, will no longer be considered useful 
because, whether the prospective customer be a 
farmer or a laboring man or engaged in business or 
profession, he has considerably more money on hand 
this year than for several seasons past, and with the 
proper activity on the part of the retailer some of 
this money will be spent for stoves and ranges. 

It would, therefore, seem nothing but good busi- 
ness policy for the dealer in these appliances to set 
to work at once and make a special effort to induce 
early purchases. 

To do this he must, of course, make proper use of 
such facilities as are placed at his disposal among 
which are advertisements in his local newspapers, the 
mailing of personal or circular letters together with 
booklets and pamphlets furnished by the manufactur- 
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ers, and last but not least well arranged window and 
interior displays of the stoves and ranges on which he 
specializes. 








NOTES AND SKETCHES. 
BY SIDNEY ARNOLD 


RANDOM 








There is joy in the home of H. W. Goeller, of the 
Palace Hardware House, Erie, Pennsylvania, over the 
arrival on Saturday, August 26th, of an 8-pound baby 
boy. Mr. Goeller, it will be remembered, won first 
prize in AMERICAN ARTISAN AND HARDWARE RECORD 
Window Display Competition of 1915. 

x= * * 

It is a long jump from Birmingham, Alabama, to 
Seattle, Washington, but evidently it isn’t too far for 
“Lute” Frazer to make the jump, for I am in receipt 
of a postcard from one of his friends who tells that 
Lute has been promoted and that from now on he will 
live in Seattle and will have charge of the wholesale 
hardware trade for Henry Disston and Sons, the well- 
known manufacturers of saws and files, in the western 
and Pacific Coast States, including Denver, Salt Lake 
City, San Diego, Los Angeles, San Francisco, Sacra- 
mento, Portland, Seattle, Spokane, Helena and other 
jobbing centers in that territory. He will no doubt 
miss his friends in the South, but he will find new ones 
in this fast growing section of the United States, for 
he is the sort of man that can’t help making friends 
among those with whom he does business. Mrs. I'razer 
is expected to join him in a few weeks and when they 
go to housekeeping in Seattle the hardware boys will 
have one more fine hospitable pl&ce to visit at when in 
that city. 

aK * * 

“The attitude of some men with regard to any move- 
ment that has for its purpose that of promoting the 
welfare of the trade in which they are engaged re- 
minds me very much of the story old Uncle Ned,” 
said George Harms, of F. Meyer and Brother Com- 
pany, the new President of the National Association 
of Sheet Metal Contractors, “they are ‘busy with other 
things,’”” and then he told this story: 

“A stranger watched Uncle Ned fishing. For nearly 
an hour he watched the old man and not once was 
the line pulled up. 

“Do you think there are any fish in that creek?’ 
the stranger asked. 

“‘No, sah! A knows dey hain’t,’ said Uncle Ned, 
with an amiable smile. 

““But you're fishing!’ 

“*Vas, sah. Oh, yas, sah; Ah’s a-fishin’.” 

“But maybe you’re not fishing for fish. What is 
your object?” 

“De object of mah fishin’ for fish whar dey ain’t 
no fish,’ said Uncle Ned, ‘is to let mah old woman see 
dat Ah hain’t got no time fo’ ter hoe de potato 
patch.’ ” 


* ok x 

I am told that in one of the biggest automobile 
factories in this country there is a group of me- 
chanics who are paid an extra large salary and all they 
have to do is to set two cog wheels together. The 
work is such as any man could learn to do in a 
week, if he were only ordinarily intelligent. Why, 


then, the extra pay? Because it is vastly important 
that the cogs be set exactly right, and these men are 
paid because they can be trusted to be accurate. They 
have a reputation of always doing a job right, not 
just to do it. Many men are paid more for the ac- 
curacy than for the actual thing they do. When you 
take an order over the phone, get it right. When you 
enter a credit or a charge, do it right. When you 
weigh out a pound give just a pound and no more. 
The world always has a place for the man who does 
things right, little matter what he does. 


x x* * 

“Some day when I get tired of selling goods, | am 
going to take a position as a buyer,” said “Joe” Stone, 
of the Stanley Rule and Level Company, to me the 
other day while enjoying the lake breezes during the 
recent warm spell. “Yes, sir, if there is a job that 
I like it is that of a buyer for a big hardware store,” 
and then he smiled, for “Joe” appreciates that the po- 
sition of a buyer is not all a path of roses and other 
pretty flowers, as will be seen from the manner in 
which he concluded his remarks: 

“Of course, a buyer has to know values; he must 
read all the trade papers so as to know what is going 
on; he must keep his stock complete whether factories 
can ship and will ship or not; he must keep track of 
seasonable goods and see that none are carried over; 
he must furnish all the talking points to the sales- 
men; he must satisfy any customers who make com- 
plaints; he is expected to know in advance whether 
the crops and general conditions will require him to 
buy heavy or light; it is his duty to be able to draw 
a contract which will be perfectly legal and binding if 
he needs the goods, or merely an option if he don’t. 

“There are several other things which a buyer must 
know and must do, but they, like the duties mentioned, 
are so durn’d easy that I hate to enumerate ’em. 

“TI wish I were a Buyer.” 

+ * 

I have a very interesting letter from John S. Sand- 
ers, now making his headquarters at Phoenix, Ari- 
zona, in which this Old Guard tells me that down 
there they don’t care whether it rains or not, as they 
regulate their own watering of the crops by irrigation 
systems, and he says that the ranches grow everything 
from oranges and melons to corn and alfalfa, the last 
named being the most important crop. The real rain- 
fall around Phoenix, says John, averages about 8 
inches each year, while Chicago, for instance, has an 
annual rainfall of more than four times as much. In- 
cidentally Brother Sanders says that there has been 
quite a demand for Remington shells and cartridges 
down there since the Mexicans became careless about 
the boundary line and the rules for shooting that 


obtain on this side. 
* * * 


Fred Muzzy was in Chicago a few days ago and I 
enjoyed a pleasant visit with him. He told me that 
Springfield, Massachusetts, where he makes his home, 
is the real summer resort place for people who don’t 
like hot weather. Those black foxes of his up in 
Prince Edward Island are proving a very interesting 
and profitable proposition, according to what I hear 
from others who are associated with Fred in the breed- 
ing of these high-priced animals. 
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UP TO THE MINUTE 
NEWS SIFTINGS 








Plans for the erection of an.addition to the plant 
of the National Stove Company, Lorain, Ohio, are 
under consideration. Thomas J. Rath is superin- 
tendent of the Company. 

The Abram Cox Stove Company, American and 
Dauphin Street, Philadelphia, Pennsylvania, has let a 
contract for a foundry to take the place of the build- 
ing which was practically destroyed by fire recently. 





SOUTHARD-ROBERTSON COMPANY AGAIN 
OPERATING PLANT PARTLY 
DESTROYED BY FIRE. 





The foundry plant at Peekskill, New York, of the 
Southard-Robertson Company, manufacturers of Mag- 
netic stoves, ranges and heaters, which was partly 
destroyed by fire June 16th, has been rebuilt to such 
an extent that operations have been resumed and from 
now on shipments are expected to be prompt on all 
orders. 





SOUTHERN STOVE MANUFACTURERS HOLD 
QUARTERLY CONFERENCE. 





The Southern Association of Stove Manufacturers 
held a three days’ conference on Signal Mountain near 
Chattanooga, Tennessee, August 22 to 24, about thirty 
members being present. Routine mattefs' only were 
discussed at this quarterly meeting. 





CONSTANT IMPROVEMENTS MAKE RANGES 
EVER NEW. 





The accompanying illustration shows one of the 
Born Steel Ranges, which because of improvements 
made from time 
to time are said to 
be always new, 
despite the fact 
that they are the 
oldest ranges on 
the market. ‘The 
excellent con- 
struction of this 
line, according to 
the manufactur- 
ers, has been con- 
stantly maintain- 
ed because they 
do not sacrifice 
the old and well- 
tried features of 
convenience and 
practical utility to 
carry out a fad or meet some passing fancy. Hence 
the Born Steel Ranges embody many strong points, 





Born Steel Range, Series D. 





some of which are thus enumerated by the manufac- 
turers as follows: Rust resisting iron and steel of 
guaranteed durability ; patent removable ovens that do 
not warp; interlocked and interlined walls; large, cor- 
rectly proportioned fire boxes; cast back flues that will 
not burn or rust through; reversible duplex grates for 
coal or wood; heavy sectional cast tops that stand the 
heat and strain, and dampers that operate from the 
front where they are easy to get at. Dealers desiring 
further information should write for catalog to the 
Born Steel Range Company, Cleveland, Ohio. 





STOVE IS PATENTED. 





Edwin D. Baxter, Mansfield, Ohio, assignor to The 
Baxter Stove Company, Mansfield, Ohio, has procured 
Fe eof United States pat- 
>) ent rights, under 
./{)]) number 1,195,529, 
‘(ui for a stove de- 
4 scribed in the fol- 
|) ] lowing: In a stove 
7, ) having an oven the 
1,195,329 3. aa bottom of which is 
provided with a cut out portion, a heat passage below 
the oven, and a flue having an opening leading into 
said passage, a burner carrier removably engaged in 
said cut out portion, and an imperforate plate for 
closing said cut out portion when the carrier is re- 
moved, said plate having a depending heat deflecting 
strip which extends across the heat passage beneath 
the oven and is disposed to the rear of the flue open- 
ing and is adapted to have an end thereof engage a 
side wall of the heat passage. 
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NEW TOGGLE BOLT THAT IS AUTOMATIC 
IN OPERATION. 





A radically different working principle is said to 
be found in a new Toggle Bolt which has just been 
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if 


New Toggle Bolt as Used With Flat Head and Round Head 
Stove Bolts and Threaded Rod or Hanger Bolt. 


placed on the market and is described as entirely auto- 
matic in its operations with a holding power equa! 

















September 2, 1916. AMERICAN ARTISAN. AND HARDWARE RECORD 21 


to the strength of the bolt itself. The illustrations 
herewith show this new toggle bolt as used with flat 
head and round head stove bolts and threaded rod or 
hanger bolt; also picturing the toggle wings closed 
for insertion in the hole and opened after having 
passed through. In the operation, a spring inside the 
head is said to automatically open the wings as soon 
as they pass through the hole, while the sharp arrow 
points grip the inner wall surface, insuring instant 
bearing and preventing turning. When the bolt 
threads its way through the trunnion nut and the 
wings are opened and in place, the inner edges of the 
wings are claimed to bear directly on the threads of 
the bolt with a “lock-nut” effect that prevents the 
work from loosening under vibration. Further in- 
formation about this new toggle bolt and free samples 
may be obtained upon application to the manufactur- 
ers, the U. S. Expansion Bolt Company, Duane and 
Elm Streets, New York City. 


<> 
~-oe-o 


SECURES PATENT FOR GAS HEATER. 








The United States Patent Office has granted patent 
rights, under number 1,195,730 to George I*. Reznor, 
Mercer, Penn- 
sylvania, for a 
gas heater de- 
scribed in the 
following: A 
gas heater in- 
cluding a body 
having a front 





























der, and sockets 
on the body at 
the sides of the 
opening, the 
sockets including rigid front members forming re- 
cesses at the inner side, and plates at the inner sides 
of said recesses, the said fender having end members 
near the top adapted to be sprung toward each other 
and formed with terminals rockably supported in said 
sockets to permit upward swinging of the said fender, 
the said end members being resiliently engaged by said 
plates and adapted to be held thereby in either the 
raised or lowered position of the fender, the resilient 
portions permitting the springing of the same to en- 
gage or disengage the terminals and sockets, said 
fender having additional end members below the first 
end members adapted to rest against the front of the 
heater when the fender is in the lowered position. 


* 














al 1,195,730 
SS 





WRITE FOR THIS HELPFUL CATALOG OF 
STOVE DEALERS’ SUPPLIES. 





To acquaint the trade with their complete line of 
. stove sundries, stove dealers’ supplies and adjustable 
repairs, which they carry in connection with their 
stock of repairs for stoves, ranges and warm air heat- 
ers, the A. G. Brauer Supply Company, St. Louis, 
have just published their Catalog Number 16. This 
contains eighty pages, about six by nine inches in size, 
bound in, an attractive brown cover, and lists the vari- 
ous parts and supplies in a convenient, compact form, 
in addition to which it devotes about twenty pages to 


opening, a fen-: 


assist inexperienced customers in ordering castings 
repairs for stoves, ranges, and warm air heaters, by 
means of sectional views of these appliances. The 
line of supplies includes different makes of stove 
polish, metal polish, enamels, stove putty, warm air 
heater cement, mica, stove bolts and rods, knobs, urns, 
turn keys, dampers, grates and a full assortment of 
shakers for all stoves and ranges. According to the 
Company, any of these articles can be shipped 
promptly as also can the items of their main business 
on repairs for the different makes of stoves, ranges 
and warm air heaters. Dealers desiring copies of this 
Catalog Number 16 should write to the A. G. Brauer 
Supply Company, 316-318 North Third Street, St. 
Louis, Missouri. 


STOVE BOLTS, RODS AND RIVETS SUPPLIED 
ON SHORT NOTICE. 








Manufacturers of stoves, ranges and warm air 
heaters who at times find themselves in immediate 
need of bolts, rods, rivets, screws, etc., are advised 
that prompt shipment on any of these can be made 
at any time from the heavy stock of the Kirk-Latty 
Manufacturing Company, Cleveland, Ohio. This firm 
manufactures a wide line of screw products that are 
used in the construction of stoves, ranges, warm air 
heaters, wagons, carriages, agricultural implements, 
machines, bedsteads, etc., and they state that their 
large stock, coupled with excellent plant operation and 
shipping facilities, enables them to offer this prompt 
service. Their catalog, illustrating and listing the 
many items, together with many valuable tables, will 
no doubt prove interesting to the manufacturers of the 
articles previously mentioned, and will be gladly sent 
upon request. Retail hardware dealers are also ad- 
vised to secure a copy of the Company’s catalog of 
Juvenile Vehicles, showing their entire line. Requests 
for the catalogs should be made to the Kirk-Latty 
Manufacturing Company, Cleveland, Ohio. 


. 


BITS OF GOOD ADVICE FOR EMPLOYES. 








Do you study your business? It is worth while. 
Do you read literature that will help you to know 
your business better? There are a thousand more aids 
today to help a man along than there were twenty 
years ago.’ Read your trade papers. Think over the 
various aspects of your business. Study the defects 
in the store you are employed in. Endeavor to make 
suggestions that will remedy them. Show your em- 
ployer that you are using your head as well as your 
hands. Be ready always to do a little more than is 
expected of you. 

Get ready for the job higher up. When the vacancy 
comes, be ready to fill it and do not make it necessary 
to go outside for someone else. Make every action 
of yours in the store an advertisement for the store. 
Help to create a good will for the establishment. Con- 
duct yourself so that customers will be glad to have 
you wait upon them. 

If the man you work for does not recognize your 
ability, do not get discouraged; someone else will. 
Work carefully and consistently done will bring its 
reward. 








ee LL 
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Colonel L. E. Ziegle. 

After a long illness, Colonel L. E. Ziegle, Presi- 
dent and General Manager of the John Van Range 
Company, Cincinnati, Ohio, has at last been relieved 
from his suffering. He passed away Tuesday, August 
29th. 

Colonel Ziegle was born in 1840 in Baltimore, Mary- 
land, where he attended the grade and high schools. 
Shortly after his parents moved to Lancaster, Ohio, 
where the young man became employed in the general 
store of Julian and Forsman. In 1862 he went to Cin- 
cinnati and for several years was engaged in the 
wholesale dry goods business, but in 1872 he became 





Colonel L. E. Ziegle. 


associated with the late John Van in the range manu- 
facturing business. 

In 1884 he bought the interest of Mr. Van and in- 
corporated the business under the name of the John 
Van Range Company of which he has been the presi- 
dent ever since. 

Colonel Ziegle always took much interest in public 
affairs, but with the exception of a three term service 
as mayor of Hyde Park, a suburb of Cincinnati, he 
had held no public office; although often importuned 
to become a candidate, he always declined. 

He was the first Vice-president to serve the Hyde 
Park Business Men’s Club and has been President of 
the Hyde Park Savings Bank ever since its organ- 
ization, and was an active member of the Business 
Men’s Club of Cincinnati and of the Chamber of 
Commerce. 

In social organizations he was also prominent, being 
a member of the Hyde Park Country Club, of the 
Elks and a Scottish Rite Mason. 

The funeral took place Thursday, August 31st at 
2 P. M. and was attended by large numbers of friends 
and social and business acquaintances, who had come 
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to pay honor to a man whom they admired for his. 
many splendid qualities. 
Ernest A. Eversman. 

After an illness of several months, Ernest A. Evers- 
man, President of the Perfection Furnace Pipe Com- 
pany, Toledo, Ohio, passed away Friday, August. 
25th, at his home, 132 Prescott Street, in that city, at 
the age of 72 years. 

Mr. Eversman was a native of Hanover, Germany. 
In 1863 he came to Toledo, where he has made his. 
home ever since. Ten years later he started a retail 
hardware store, but in 1890 organized the Perfection 
Furnace Pipe Company and shortly after discontinued 
the hardware store. For many years he had taken a 
prominent place in public affairs and served his home 
ward as Alderman in the City Council. He was also 
a member of the Board of Fire Commissioners during 
the mayoralty of the late Samuel M. Jones. In fra- 
ternal organizations he was also active, being a mem- 
ber of the Elks and of the Masons. The funeral 
took place on Monday, August 28th, and was at- 
tended by many of his friends and business associates. 


Allen F. Horton. 

Death has once more within a few months invaded. 
the ranks of the executives of North Brothers Manu- 
facturing Company, Philadelphia, and has _ taken 
away from an active and useful life Allen F. Horton, 
Treasurer of the Company. 

Mr. Horton was born December 18, 1869, in Balti- 
more, Maryland. \At the age of 16 years he came to 
Philadelphia, where he made his home ever since. 
After holding several positions he became associated 
with North Brothers Manufacturing Company in 
1905, and by his close attention to his work and inter- 
est in the affairs of the Company he worked himself 
up until he became its Treasurer a few years ago. 
In addition to the duties of this office he also had 
charge of the buying and cost accounting for the 
Company. He was greatly admired for his sterling 
qualities as a man and his many friends will mourn 
his death. 

James M. Denniston. 

James M. Denniston, for several years traveling 
representative for the electrical wire department of 
the American Steel and Wire Company, died Tuesday, 
August 29th, at his home at the Chicago Athletic As- 
sociation. 


Mr. Denniston was associated with the Allis-Chal- 
mers Company previous to his connection with the 
American Steel and Wire Company. He was born in 
1866. A daughter, 16 years of age, survives. The 
funeral took place Wednesday, August 30th, from the 
residence of his mother in Pittsburgh. 


Mrs. Padgett. 

The many friends of Thomas Padgett, President 
of the Wooden Ventilator Company, will sympathize 
with him in the loss of his aged mother, who died at 
his residence in East Palestine, Ohio, Friday, August 
25th. For the past three years she had. made her 
home with Mr. Padgett. She was born in Virgini: 
February 26, 1832, and leaves three sons, Thomas, 
David O. and John R., all of whom were at her bed 
side when she passed away. 
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The Murray-Brooks Hardware Company, Lake 
Charles, Louisiana, has increased its capital from $50,- 
000 to $200,000. 

According to the Chicago Tribune of August 30th 
a petition in bankruptcy has been filed against Edward 
M. Stine and Edward Krantz, trading as the Midland- 
Savage Company, 1422 Bryan Place, Chicago. Claims 
amount to $2,569.00. 
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CHICAGO RETAIL HARDWARE DEALERS 
WILL DISCUSS GAS RATES ON 
FRIDAY, SEPTEMBER 8. 


At the regular meeting of the Chicago Retail Hard- 
ware Association, which will be held Friday, Septem- 
ber 8th, 8 P. M., sharp, at the Hardware Club Rooms, 
O. T. Knight, of the Commercial Department of the 
Peoples Gas Light and Coke Company, will discuss the 
proposal of the Company to furnish “heat-unit” in- 
stead of “candle-power” gas. 





MANHATTAN AND BRONX HARDWARE 
DEALERS WILL HOLD ANNUAL 
OUTING SEPTEMBER 6. 





The Fifth Annual Outing of the Manhattan and 
Bronx Hardware and Supply Dealers’ Association, 
New York City, will be held Wednesday, September 
sixth, at Duer’s Whitestone Park, Long Island. 

The steamer “Commander” will leave foot of East 
24th Street at 9 A. M. and 138th Street Pier at 9:30 
A. M. 

There will be an old fashioned Clambake, baseball 
games, bowling contests, races and shooting competi- 
tions with valuable prizes. 

Tickets at $5.00 each can be secured from any mem- 
ber of the Outing Committee, which is composed as 
follows: 

J. M. Kohlmeier, Chairman, torr Third Avenue; 
I. P. Van Riper, Treasurer, 15 Westchester Square ; 
John Gear, Secretary, 638 Columbus Avenue; J. F. 
Gleason, of Montgomery & Company, 105 Fulton 
Street; C. A. Bruhns, 152 Amsterdam Avenue; Jo- 
seph Ringler, of Benjamin Gillespie, 728 Third Ave- 
nue; Charles Eberhart, of M. Eberhart & Son Com- 
pany, 1462 First Avenue; J. Keller, of Manhattan 
Hardware Company, 497 Third Avenue; J. J. Schles- 
inger, of Fordham Hardware Company, 404 East 
Fordham Road; C. H. Tilson, of Sharlow Brothers, 
442 West 42nd Street; G. Ehrlich, of Henry J. Frank, 
372 Hudson Street; P. J. Reilly, of Reilly & Guy 


Company, 26 Whitehall Street ; George Pfaff, 109 
Lafayette Street. 





NEW FEDERAL REGULATIONS ON HUNTING 
OF MIGRATORY BIRDS. 





The United States Department of Agriculture has 
issued new regulations covering the shooting of mi- 
gratory birds. Most noticeable is the prohibition of 
shooting at any place in the United States within two 
years band tailed pigeons, cranes, wood ducks, swans, 
curlew, villet or upland plover. 

Following is the open season on birds, so far as the 
federal government’s supervision is concerned: 

Water fowl (except swans and wood ducks), coots, 
gallinules, and jacksnipes: Ohio, Indiana, Kentucky, 
Michigan, Illinois, Iowa, Kansas, Nebraska, and Mis- 
souri—September 16-December 31; Wisconsin, Min- 
nesota, North Dakota, South Dakota, Montana, Idaho, 
Wyoming and Colorado—September 7-December 20. 

Rails (except coots and gallinules) September 1- 
November 30. 

Black breasted and golden plover and greater and 
lesser yellowlegs: Ohio, Indiana, Kentucky, Michigan, 
Illinois, Iowa, Missouri, Nebraska, Kansas and Colo- 
rado—September 1-December 15; Wisconsin, Minne- 
sota, North Dakota, South Dakota, Montana, Idaho, 
and Wyoming—September 7-December 20. 

Hunters are advised in addition, however, to watch 
the state game laws. 
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FOREIGN BUYERS OF HARDWARE NOW IN 
UNITED STATES. 





From P. M. Commercial Agent in 
Charge, Bureau of Foreign and Domestic Commerce, 
Chicago, the following information has been received 


as to new arrivals of foreign buyers of hardware and 


LaRose, 


related lines 

R. Garcia Burban, of Colombia, 1668 61st Street, 
Brooklyn, New York. Agencies for Colombia for 
haidware novelties, automobiles and accessories and 
motor boats. Reference: Rafael del Casillo, 24 State 
Street, New York City. 

William S. Houston, of Brazil, care of Companhia 
Commercio e Navegacao, 10 Bridge Street, New York 
City. Cash in New York City for iron and steel 
plates, paints, oils, provisions, tinned meats, tinned 
fruits, India rubber, packing, leather and canvas hose, 
electrical machinery and fittings, Manila and wire 
rope, kerosene, gasoline, asbestos, bags for salt (con- 
National City Bank of New 


tainers). References: 


York City. 





oe 
It isn’t always the clock with the loudest tick that 
keeps the best time. 
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Recent Price Advances on Builders’ Hardware 
Make Readjustment of Retail Prices Necessary 


By Wituram T. Gormtey, of Bullard and Gormley Company, Chicago, Illinois 








On Saturday, August 19th, the large manufacturers 
of builders’ hardware announced a general advance 
in price of 10 percent on 
practically the entire line. 

This announcement will, 
no doubt, come as a great 
those 

six 


disappointment to 
who for the past 
months have been arguing 
that prices had _ reached 
their limit and that if any 
change was made reduc- 
tions rather than increases 
. must be the rule. It will 
act as a sort of a cold shower on those who although 
they were not thoroughly posted on trade conditions 
still had a vague idea that “prices were going to be 
lower.” 

Incidentally this new announcement will also de- 
prive the retail hardware dealers belonging in the two 
classes just mentioned of a considerable portion of 
the profits which they would have been able to make 
if they had followed the advice of AMERICAN ARTISAN 
AND HarDWARE RecorpD and had placed orders for 
their supplies for the coming Fall and Winter season. 

Let me say in this connection that the retail hard- 
ware dealer who fails to re-mark his stock on the 
basis of the newly announced prices will not be treat- 
ing his own business fairly, nor will he be doing the 
square thing with his customers, nor will he be acting 
on the square with his fellow business men in the re- 
tail hardware business. 

I have upon previous occasions emphasized the 
fact, which is based upon the merchandising experi- 
ence of thousands of successful hardware men, that 
when prices are advanced by the manufacturers or 
wholesalers, the only legitimate course to take—acting 
with justice toward all concerned, the competitor, the 
consumer, himself, and his source of supply—is for 
the retail hardware dealer to advance his prices, not 
only on the merchandise which he may buy after the 
advance, but also on the items affected which he has in 
his stock. 





William T. Gormiey. 


The reason for this is that when a reduction is 
made by the manufacturer in prices of certain 
lines the retailer must at once follow that reduction 
with a corresponding one in his price to the consumer : 
He stands to lose in his profits when it is necessary 
to reduce his price and the loss is immediate with no 
chance of recuperating. Following the same logic, 
the natural thing for the retailer is to advance his 
prices at once to correspond with the higher prices 
announced by the manufacturer. Then he will make 
a greater one than ordinarily— 





an immediate profit 
on whatever stock he may have on hand and this 


greater profit will help to make up for the immediate 
loss which he must take when the reduction in price 
comes. 

Under circumstances like those which obtain now 
the wise retail hardware dealer is, of course, buying 
cautiously ; in fact it is almost a case of necessity with 
him, because no manufacturer is anxious at the pres- 
ent time to sell any large bills to anyone, nor do the 
wholesale houses encourage buying in unusual quan- 
tities. 

The policy which is being advocated by manufac- 
turers as well as by wholesalers, and indeed by the 
retail hardware dealers who by their success have 
proven the wisdom of their course, is that frequent 
buying in small quantities in the long run will make 
for larger net profits, better stock conditions and 
greater ultimate success. 

There may be those among the readers of these 
articles who have been holding off on their purchases 
in the hope that by doing so they would be able to 
secure supplies at lower prices. To those, my advice 
is—as it was three months ago—to make certain that 
they will have sufficient merchandise on hand with 
which to take care of the demand of the people in 
their community during the coming season. Prices 
are high, it is true—extremely high—but there is no 
reason for any one who is at all conversant with the 
underlying conditions of the hardware manufacturing 
business to look for a decline in prices for a long 
time to come, and the retail hardware dealer who has 
not yet made certain of his supply in the various lines 
which go to make up his stock will not only suffer loss 
of immediate profits but is also likely to injure his 
business permanently unless he takes immediate steps 


to stock up. 
e 


Chicago, August 29, 1916. 





EXPORTS OF MUNITIONS FOR 23 MONTHS 
AMOUNT TO $523,501,622. 


For the period from August 1, 1914, to June 30, 
1916, the total shipments from the United States of 
cartridges were $33,891,497; gun powder, $178,255,- 
441; other explosives, $264,132,306, and firearms, $27.- 
228,378. 

From a total of only $405,881 in August, 1914, the 
volume of firearms and explosives expanded to tlie 
maximum in May, 1916, of $70,652,105, falling back 
in June to $64,599,612. The total amount of firearms 
and explosives shipped during the period from Au- 
gust, 1914, to June 30, 1916, was $523,501,622. 


~~ 
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Sales are the ripe fruit on the tree of business. 
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DIFFERENCE AMONG POWDERS AS MARKED 
AS AMONG GUNS. 


Although the differences may not be obvious, it is 
true that there are varying qualities of powders just 
as there are different grades of guns—some giving far 
better results than others. Because this fact has not 
been sufficiently realized, many dealers in guns and 
ammunition have not given thought to the powder 
contained in the loaded shotgun shells that they order 
prior to the hunting season. For the dealer’s own sake 
and the sake of his customers, it behooves him to han- 
dle shells of the highest grade, and by specifying In- 
fallible and “E. C.” Smokeless Powders, it is said 
that he can make sure of two things—that he will 
give his customers satisfactory service and that the 
shells he sells are loaded with as good powders as can 
be made. Regarding the reliable and uniform quali- 
ties of these powders it is pointed out by the manu- 
facturers that last year the Grand American, the 
Southern, the Western and the Midwinter Handicaps 
were won with them, while this year the Southern 
Handicap, Iowa, Utah, Illinois, Mississippi, Tennes- 
see and other staté shoots were also won with powders 
of these brands. The manufacturers state that the 
use of Infallible and “E. C.” Smokeless Powders 
makes no additional cost in the shells, and at the same 
time the result to the trade will be very much better. 
For further details and information of their game 
farming movement, address the Hercules Powder 
Company, 7 West 11th Street, Wilmington, Delaware. 
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PATENTS TAKEDOWN FIREARM. 

Frank F. Burton, East Haven, Connecticut, assignor 
to the Winchester Repeating Arms Company, New 
Haven, Connecti- 
cut, has been 
granted United 
States _ patent 
rights, under num- 
ber 1,195,777, for 
a takedown fire- 
A takedown firearm charac- 








arm described herewith: 
terized by having the rear end of its firearm provided 
with a takeup screw mounted in a bushing located in 
the rear end of the forearm and adapted to engage 
with the forward end of the receiver for taking up 
wear in the connection between the same and the re- 


movable gun barrel. 





’ GRAPHITE GREASES HAVE GREAT 
LUBRICATING QUALITIES. 


Lubricants in automobiles, in motors and in ma- 
chines are a deciding factor in the efficiency of their 
operation and hence a great deal of study and experi- 
ment must be done in order to select a lubricant that 
will serve the purpose most effectively and most eco- 
nomically. A class of lubricants that are said to suit 
the requirements for the lubrication of the various 
parts of the automobile are the Dixon’s Graphite 
Greases. Number 677, typical of this line, is used for 
the lubrication of enclosed gears of electric motors, 


“ chemicals, printing and wrapping paper, etc. 
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automobile transmissions and differentials, etc. It is 
described as a graphite grease of medium consistency, 
but with great lubricating properties and endurance. 
Seventy to eighty percent of all automobiles, it is said, 
can use this grease and many successful drivers of 
racing cars heartily endorse the various Dixon Graph- 
ite Greases because of the excellent service they 
have given under trying race conditions. Dario Resta, 
winner of the Indianapolis and Chicago Derby Auto- 
mobile Races is one of the famed drivers who use and 
recommend these lubricants, and this, according to the 
manufacturers, is ample proof of their excellent qual- 
ities. Further information on the subject is contained 
in Booklet Number 18-G, which can be obtained from 
the Joseph Dixon Crucible Company, Jersey City, New 


Jersey. 
FOREIGN TRADE OPPORTUNITIES ARE 


PRESENTED BY BUREAU OF FOREIGN 
AND DOMESTIC COMMERCE. 





The Bureau of Foreign and Domestic Commerce 
through its Special Agents, Consular Officers and 
Commercial Attachés has received information of op- 
portunities to sell hardware and kindred lines in sev- 
eral foreign countries. Names and locations will be 
supplied on request to the Bureau in Washington or 
its District Offices. Such requests should be made on 
separate sheets for each opportunity, stating the num- 


ber as given herewith: 


Hardware, steel products, provisions, etc., Number 
22255.—A commission firm in Brazil desires to represent 
American manufacturers and exporters of hardware, steel 
girders, barbed wire, nails, corrugated iron, tools, flour, 
The firm is 
also prepared to act as purchasing agent for American firms 
interested in Brazilian products, 

Hardware novelties, etc., Number 22256.—A business man 
from Colombia, who is now in the United States, wishes to 
get into touch with American manufacturers and exporters 
of hardware novelties, automobiles and accessories, and 
motor boats, with a view to exclusive representation. Ref- 
erence. 

3arbed wire, paper, etc., Number 22261.—An American 
consular officer in the West Indies transmits the name of a 
firm in his district desirous of representing American manu- 
facturers of cotton thread, galvanized, barbed, and plain wire, 
wire cloth and poultry netting, soap stock and animal grease, 
wrapping paper and paper bags, plate steel, steel rods, steel 
beams and bars, pig iron, galvanized and black tubing, and 
table salt. Correspondence may be in English. Quotations 
f. o. b. New York and c. i. f. destination. 

Hardware, Number 22253—The commercial attaché of 
the Department of Commerce in France has forwarded to 
the Bureau the names of two young men who are desirous 
of representing American exporters of a cheap line of hard- 
ware suitable for sale by small retailers and department 
stores. Reference. 

Cutlery, stationery, etc., Number commercial 
agent of the Bureau writes that the representative of a firm 
in Russia, who is now in the United States, desires to get 
in touch with American firms handling hosiery, cutlery, 
gloves, stationery, and draftsmen’s instruments. Cash will 
be paid against documents in New York. Reference. 

Hardware, Number 22229——An American consular officer 
in France writes that a firm in his district desires to repre- 
sent American manufacturers of small hardware, such as 
files, iocks, padlocks, shears, forks, rakes, knives, pincers, 
hammers, etc. Reference. 

Wire, leather, varnishes, etc., Number 22242—An Ameri- 
can consular officer in Portugal reports that a firm in his 
district desires to be placed in touch with American manu- 
facturers and exporters of baling wire, paints, varnishes, and 
shoe leather. Correspondence in English. Samples are de- 
sired where possible. 

Sheet metal roofing, nails, building materials, etc., Num- 
ber 22246—An American consular officer in West Africa 
writes that an importing construction enterprise in his dis- 
trict is in the market for nails, cement, corrugated iron for 
roofing, window glass, red lead, paint, and jute sacks. 
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EXHIBITS IN AMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 
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YOUTH DEMONSTRATES QUALITY OF 
BUILDING SETS IN WINDOW DISPLAY. 


The illustration herewith shows an interesting win- 
dow display of Building Sets which was awarded 
Honorable Mention in AMERICAN ARTISAN AND 
HarpDWARE ReEcorD Window Display Competition. It 
was arranged by E. D. Hemans for E. J. Hallett, 
Pontiac, Michigan. 

This display remained in the window for about two 
weeks, during which time the services of a boy four- 
teen years of age were hired to demonstrate the in- 





ranged in conspicuous places in the window with cards 
designating with which sets they were built. 

On the ledge around the window were placed cir- 
culars describing the building sets, with Number I 
sets intervening every few feet. 

The show cards printed by Mr. Hemans, which 
were red with white lettering, as were those sent by 
the manufacturers, were used to good advantage 
throughout the window. The color scheme used in the 
display itself was red and white and was very attrac- 
tive. 

The window created a great deal of enthusiasm, not 


Window Display of Erector Building Sets Awarded Honorable Mention in AMERICAN ARTISAN AND HARDWARE RECORD 
Window Display Competition. Arranged by E. D. Hemans for E. J. Hallett, Pontiac, Michigan. 


structive and educative qualities of the sets. Since 
the youth had a set of his own and had originated a 
few models, he was fully prepared to show the public 
what a good educating influence such a set had on a 
boy. 

The aeroplane shown suspended in the foreground 
was one of his own design and construction, also the 
circle swing he is shown working on at the table. His 
work in the window was a great attraction, and no 
doubt was one of the greatest factors in making the 
window display successful. 

The complete sets were arranged in succession ac- 
cording to their number, size and price, which enabled 
the passer-by to easily distinguish the difference in 
the sizes and prices of these sets. 

The unwrapped sets in boxes were arranged in tiers 
in the background, according to their size and price. 


The models which the boy constructed were ar- 


only with the young people but with the older folks 
as well, and was a great sales maker. It is evident 
that Mr. Hallett went to a greater expense than usual 
in exhibiting the articles, but the numerous inquiries 
and the favorable comment aroused no doubt proved 
ample compensation for the additional expense in- 
volved. 
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FOUR REQUISITES OF A GOOD SALESMAN. 





Belief in himself. 

selief in the goods he is selling. 

Firm conviction that he is doing all mankind a 
service in allowing them to purchase. 

Ability to tell the people about it in interesting 
fashion. 


ee 





Life isn’t always a joke for the chap who lives by 
his wits. 





























WINDOW DISPLAY FEATURING COMPRE- 
HENSIVE LINE OF AUTOMOBILE 
ACCESSORIES. 


A widely-varied array of Automobile Accessories is 
shown in the window display illustrated herewith, 
which received Honorable Mention in AMERICAN 
ARTISAN AND HARDWARE Record Window Display 
Competition. It was prepared by Will McLeod for 
S. Edward Rose, 109 Lake Street, Elmira, New York. 

This window display, while containing a multitude 
of articles, was neatly and symmetrically arranged, en- 
abling the onlooker to inspect the various accessories 
without confusion. The chief atttraction consisted of 
a display of automobile tires, in which five tires were 
attached on the upper portion of the background and 
effectively advertised by a number of pennants and 
sign cards. In the center of the floor a semi-circular 
platform with two steps was set up, on top of which 
stood a display stand exhibiting cans of automobile 
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also showing containers, goggles, fire extinguishers and 
the like. 

Show cards, advertising pennants and price tags 
were much in evidence and combined with the neat, 
comprehensive array of accessories to form a window 
display that no doubt proved highly successful. 
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$100.00 IN CASH PRIZES FOR BEST WINDOW 
DISPLAYS OF HARDWARE AND 
RELATED LINES. 


Jecause his stock and his business methods are 
judged by the character of his window displays, the 
progressive retail hardware dealer realizes that this 
medium is one of the most potent and effective at his 
command for drawing customers into the store. He 
understands that the window display can be made to 
pay big returns on the investment and that a well- 
trimmed window display exerts a distinct appeal that 
eventually means more exercise for the cash register. 
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Window Display of Automobile Accessories Awarded Honorable Mention in AMERICAN ARTISAN AND HARDWARE RECORD 


Window Display Competition. 


lubricants and holding at the top a section of the 
string of anti-skid chains supported in front of the 
background. The steps of the platform held groups 
of various styles of automobile horns and lamps and 
on the floor around were shown similar and other ac- 
cessories, including spark coils ; wrench sets; tool kits ; 
goggles; tire pumps; vacuum gasoline systems; con- 
tainers of oil, grease, carbide, cement; rubber tubing ; 
jacks; patches, tape, etc.; priming plugs; oil gauges; 
brake lining ; and cashuretors. 

The sides of the window display held stands with 
several shelves displaying various styles of tool kits; 
containers of oil, grease, leather preservative, etc. ; 
while the background, which was decorated with fancy 
paper in border effects displayed automobile springs 
at the sides by means of two racks with pegs and an- 
other tire in the center. In front of this tire stood 
the display stand previously mentioned, and similar 
ones were placed in front of the racks at the sides, 


Arranged by Will McLeod for S. Edward Rose, 


Elmira, New York. 


In years gone by, hardware window displays were 
radically different from those of the present time. The 
average window trimmer then arranged his windows 
according to a generally accepted rule that the more 
you put into the window, the greater would be the im- 
pression it made upon the passer-by. What naturally 
resulted was an indiscriminate jumble of items that 
gave the onlookers confusion more than anything else 
and served not in the slightest manner to awaken in 
them the desire for purchasing. Hence the average 
window display was of little moment so far as actual 
sales of hardware were concerned, and it is only within 
the last few decades that the possibilities lying dor- 
mant in this branch of merchandizing have been truly 
realized by the retailer. 

The importance of the window display as a sales 
factor has always been appreciated by AMERICAN 
ARTISAN HARDWARE and to 
clerks’ 


inculcate 
minds the 


AND RECORD, 


and 


and maintain in the dealers’ 
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absolute necessity for high grade window displays, 
this publication has for years conducted Window Dis- 
play Competitions, the latest of which was recently 
announced and will close on December 15, 1916. The 
competition affords those who enter the chance of 
winning one of the liberal cash prizes and of securing 
many novel and effective ideas of window displays 
which they may apply to advantage to their own con- 
ditions. Every hardware dealer or clerk is eligible to 
enter and can send in as many photographs and de- 
scriptions of window displays as he pleases, of any 
class of hardware or related lines, such as general 
hardware, machinists’ supplies, builders’ hardware, 
automobile accessories, sporting goods, house furnish- 
ings, cutlery, kitchen utensils, tools of all sorts, paints, 
electrical supplies, glassware and plated ware, stoves, 
ranges, warm air heaters, sheet metal or similar ar- 
ticles. Details of the award of cash prizes amount- 
ing to $100.00 and of the conditions of the competi- 


tion follow herewith: 
Award of Prizes. 


The prizes will be awarded as follows: 

First prize, $50 in cash, for the best photo- 
graph and description received of window display of 
hardware and kindred lines. 

Second prize, $25 in cash, for the photograph and 
description second in excellence. 

Third prize, $15 in cash, for the photograph and 
description third in excellence. 

Fourth prize, $10 in cash, for the photograph and 
description fourth in excellence. 

Conditions of Competition. 

The conditions of the competition are as follows: 

The photographs must be accompanied by descrip- 
tions of how the window displays were arranged and 
the materials used. These photographs and descrip- 
tions may be sent by mail or express, charges prepaid, 
and must reach this office not later than December 
15, 1916. Address all photographs and descriptions 
to AMERICAN ARTISAN AND HarpWARE ReEcorD Win- 
dow Display Competition, 910 South Michigan Ave- 
nue, Chicago, Illinois. 

Each photograph and description must be signed by 
a fictitious name or device and the same nathe or 
device must be put upon a sealed envelope containing 
the real name and address of the contestant. This 
sealed envelope is to be enclosed with the photograph. 
Contestants are permitted to enter as many photc- 
graphs of displays as they please. 


A Competition Committee of three will be ap- 
pointed ; one of them will be an expert window dresser 
and one an experienced hardware man. This Com- 
mittee will pass upon the merits of all photographs 
and descriptions received, without knowing the names 
or addresses of the senders, and will decide the win- 
ners of the Competition. 


AMERICAN ARTISAN AND HARDWARE RECORD re- 
serves the right to publish all photographs and de- 


scriptions submitted. 
————$$—$_$___ —___ >< —__—_——— 


It is a good thing to take counsel with other and 
wiser men in regard to important steps, but don’t be 
the vacillating kind of chap who is unable to decide 
anything for himself. 








ALL STEEL PRYING WOOD CHISELS. 





Because of their flexibility, it is said that the regular 
wooden handle chisels will break when prying off inte- 
rior trim. Hence a chisel is needed that will 
withstand such work, and this demand is 
said to be fully met by the Vaughan and 
Bushnell All Steel Wood Chisels, one of 
which is shown in the accompanying illustra- 
tion. Besides being adapted for prying off 
interior trim, these chisels are claimed to be 
suitable for all classes of work where a cut- 
ting and prying chisel is required. In appear- 
ance, they are neat and attractive, and the 
design and quality of the steel blades is said 
to be such that they will not break or take a 
set under heavy strain. The manufacturers 
state that they hold a good edge on account 
of the density of the steel, and that the 
temper of the steel handles enables them to 
be used with a hammer without breaking or 
crystallizing. Quick cutting on heavy work 
is said to be insured by the weight of the 
knurled handle. The chisel is oil tempered 
and both bevel and blade are highly polished. 
Six sizes are made, ranging in cutting edges 
from % to 1% inches and in overall lengths 
respectively from nine to twelve inches. The 
line of carpenters’ tools also includes all- 
- steel gouges of similar construction, braces 
and bits, pliers, hammers, nippers, wrecking 
bars, punches, nail sets, etc. Full particulars 
of these, together with information about the 
other lines of tools for blacksmiths, brick- 
layers, machinists, butchers and plumbers 


V. & B. 
All Steel,” : : ; A 

Weed are contained in the complete catalog which 
Chisel. can be secured upon request from the 


Vaughan and Bushnell Manufacturing Company, 2130 
Carroll Avenue, Chicago, Illinois. 





HOSE REEL PATENTED. 





Norman Frederick David Beard, Toronto, Ontario, 
Canada, has obtained United States patent rights, un- 
der number 1,195,644, for 
a hose reel described here- 
The combination of 
disposed 


4 c 





with: 
a horizontally 
“* hose reel having a circular 
- tooth - provided rotary 
member; a vertically dis- 
posed conduit; means 
coupled to said conduit 
and on which said reel is 
mounted to rotate and by 
means of which water is 
conveyed to the hose wound on said reel; a horizont- 
ally disposed controlling valve in said conduit having 
its valve rod extending outside the same; a toothed 
wheel secured to said valve rod and having a face of 
greater width than the face of said rotary tooth-pro- 
vided member with which it meshes; the said toothed 
wheel designed to be operated by said circular tooth- 
provided member to open said controlling valve as ‘he 
reel is rotated by the pulling of the hose therefrom. 


1,195,644 
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TIMELY SPECIALTIES FOR CLEAN-UP 
CAMPAIGNS. 


In view of the fact that certain sections of the 
country have been attacked by epidemics, and clean-up 
campaigns are being in- 
augurated throughout 
the country, it behooves 
the retail hardware deal- 
er to stock up on items 
that by reason of these 
happenings have become 
especially timely. Two 
articles that will be in 
demand because of their 
aid to better sanitation 
are garbage cans and 
rubbish and trash burn- 
ers. The accompanying 
illustration shows the 
Canco Garbage Can, 








Canco Garbage Can. 
claimed to be one of the best on the market because 


of its exceptionally durable construction. A _ typical 
feature of this is the welded top rim which is said to 
prevent the top from getting out of shape, so that 
the cover always fits. The rubbish and trash burner 
made by the same manufacturers has a body of one 


piece of open hearth sheet steel, which, they state, | 


will withstand heat without warping. The burner is 
galvanized after construction and is said to have abso- 
lutely no solder in its construction. Further particu- 
lars of these timely specialties, together with price 
list, can be obtained from the American Can Com- 
pany, New York City, Chicago, or San Francisco. 





PATENTS GOVERNOR FOR MOTOR. 


Howard F. Snyder, Newton, Iowa, assignor to The 
Maytag Company, Newton, Iowa, has secured United 
— States patent rights, under number 
1,195,286, for a governor for motor 
described herewith: In apparatus 
of the class described, a driving 
shaft, a power regulator thereon 
comprising a belt pulley on said 
shaft, a friction device inside said 
belt pulley and adapted to limit the 
power applied thereby to the shaft, 
said device comprising friction 
disks, one whereof moves with the 
pulley and the other with the shaft, 
weight operated means and _ resil- 
ient means acting against said op- 
erative means for controlling the pressure between 
said friction disks. 

















2 
-oo 


HOW RETAIL SALESMEN MAY QUALIFY FOR 
GREATER RESPONSIBILITIES. 


Talking foolishness isn’t business. Talking your 
private troubles or your fun isn’t business and you 
have no right to bring such things into your work. 
Every hour of your time, sir, is being paid for and 
every hour of that time should be honestly accounted 
for. Nothing reflects worse taste or is more exasper- 
ating to a customer than an audible gossip between 








clerks of a personal nature that is foreign to the busi- 
ness. Let nothing enter into your business life but 
business. You’re back of that counter to make the 
best of yourself—you’re there, or should be there, to 
qualify for something bigger and better, but rest as- 
sured you will never get there unless mind and heart 
and tongue are given up to the work right before you. 
—W. E. Sweeney. 





PATENTS DOOR FASTENING DEVICE. 


Under number 1,195,331, United States patent rights 
have been granted to James Blake, Darlington, Eng- 
1,195,331. 


land, for a fastening device for use with 
doors and the like described herewith: A 
door fastening device consisting in the 
combination of a lug having an open 
ended slot of varying width, a bolt, means 
for supporting the bolt so as to allow it to 
turn and slide, an enlargement on said 
bolt near its free end adapted to engage 
l with the slot in said lug, and a portion ap- 
pertaining to the door adapted to lie be- 
tween the base of the lug and the bolt. 














RETAIL HARDWARE DOINGS. 





Arkansas. 

The Orchard Supply Company and the Benton 
Hardware Company, Rogers, will soon remove to a 
building, which is being erected for them. 

Illinois. 

Fred Thielke has purchased the J. S. Affierbaugh stock 

of hardware at Davis. 


County 
new 


lowa. 
The hardware and implement stock of Keyser and 
Schaffner at Creston has been advertised for sale at auction. 
A. K. Thon, Kensett, has engaged in the hardware busi- 
ness. 
W. S. Gray, Ogden, has sold his hardware store to A. P. 
Cotton and Son. 
Soyle and Empkie, Malvern, have purchased a hardware 
store. 
Kansas. 
C. G. Stewart, Hazelton, has traded his hardware and 
implement business for a farm. 
W. T. Blaney, Irving, recently suffered a fire loss on his 
hardware and implement store. 
Fred Lutz, Alma, has sold his hardware and implement 
stock to his son, Robert, and Oscar Nelson. 

W. F. Asmussen has purchased the interest of his part- 
ner, M. Mullen, in the Little Hardware Company at Wamego. 
Missouri. 

W. S. Bathgate, Kingston, has sold his hardware and 
implement business to Sam and Kerb Stone. 
W. I. Simmons, Emden, suffered a complete loss of his 
hardware and implement stock in a fire. s , 
Montana. 
The Dunham Lumber Company, Carlyle, will put in a 
stock of hardware. 
Nebraska. 
Alfred Adams, Ralston, has sold his hardware store to 
Lloyd and Alfred Corbett. 
L. E. Moore, Bartley, has sold his hardware and furni- 
ture store to Frank Ball. 
The hardware and implement store of 
Oxford, was destroyed by a windstorm. 
North Dakota. 
Servig, New Rockford, will open 


Peter Neilson, 


3en Garden and Guy 
a hardware store. 

Haugland and Tollack, Grafton, have sold their hard- 
ware store to Benjamin and Henry Sells. 

Ohio. 

The William H. Fox Company, Cincinnati, has been in- 
corporated, with a capital stock of $10,000, by M. M. Fox, 
H. C. Fox, J. J. Fox, William H. Fox, Jr., and F. J. Fox. 

Oklahoma. 
Hays B. Tomlin, Balco, is closing out his hardwaré and 


implement business. 
Wisconsin. 


O. G. Wheeler, Baraboo, has purchased the W. B. Blach- 
ly hardware store. 
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HARDWARE CLUB 
OF CHICAGO AND ITS DOINGS 











The dining room of the Hardware Club of Chicago 
was filled at the Tuesday Luncheon, August 29th, 
when President A. Vere Martin introduced C. I. 
Horowitz of the Export Department of Hibbard, 
Spencer, Bartlett and Company, Chicago, who told of 
his experiences and observations on a trip to the cities 
on the West Coast of South America during the sum- 
mer and fall of 1915. 

Before Mr. Horowitz began his address President 
Martin called attention to the fact that when the 
former quarters of the Hardware Club of Chicago 
were opened one of the prominent men present was 
the dean of the Chicago hardware trade, A. C. 
sartlett, Chairman of the Board of Directors of Hib- 
bard, Spencer, Bartlett and Company, and that on the 
occasion of this Weekly Luncheon, the President of 
this Company, Mr. J. J. Charles, honored the club 
with his presence. The latter spoke briefly expressing 
his appreciation of the pleasant introduction and con- 
gratulated the Hardware Club on its fine quarters. 

Mr. Horowitz said that he understood that a num- 
ber of addresses had been delivered before the Hard- 
ware Club with regard to South America and as these 
had all been concerned with the question of business 
opportunities in the countries of the Southern hemis- 
phere his audience was no doubt fairly familiar with 
the commercial conditions in these republics, and he 
would, therefore, confine his remarks largely to a 
discussion of the people of South America and their 
manner of living. 

“Until comparatively recently, the great majority 
of the lower and middle classes in the South American 
republics knew very little of the United States of 
America. They knew that there were cities like New 
York, New Orleans and San Francisco because what- 
ever merchandise that came to them from the United 
States was shipped from these cities, but so far as 
having a definite idea as to the people of the United 
States of America, they had little or none. 


“Lately, however, quite a large number of young 
men, and also daughters, of the better classes have 
received their higher education at our universities and 
colleges and upon their return to South America they 
have naturally brought with them a better under- 
standing of our ideals and of our desire for the de- 
velopment of closer and more pleasant relations with 
the people in the Southern republics—all of which in 
time will change conditions in our favor. 

“T left New York on one of the United Fruit Com- 
pany’s fine steamers and transferred to a steamship 
owned by a Chilean company which was going 
through the Panama Canal. 

“We traveled for seven miles through a channel 
to the Gatun Locks, of which there are three, each 
one of them carrying the boats up twenty-five feet, 
so that when you enter the artificial lake of Gatun 


you are seventy-five feet above the water level of 
the Atlantic Coast. Crossing the Gatun Lake we 
came to the famous Culebra Cut, which by the way 
no longer bears this name but is now known as 
Gaylor Cut, in commemoration of the famous Dr. 
Gaylor, who brought about the excellent sanitary con- 
ditions of the Panama District. It is at this place 
where the many ‘slides’ have taken place that have 
so seriously interfered with the operation of the Canal 
and which by many are considered to make the prac- 
tical success of the enterprise an impossibility. We 
were held up by one of these slides for thirty-two 
hours and a couple of months later another one oc- 
curred the magnitude of which you can gain some 
idea of when I mention the fact that the mass of 
earth which had slid into the Canal formed a natural 
bridge thirty-two feet above the water in the Canal 
and a hundred and twenty-five feet wide at the top. 

“Some people have an idea that the Panama Canal 
is open for general traffic, but as a matter of fact it 
has never been officially opened, and steamers that 
go through it do so at their own risk, the Govern- 
ment taking no responsibility for accidents which may 
be caused by slides. 

“Upon visiting the office of Colonel Goethal I 
noticed a motto card with this .ext inscribed on it: 
‘Life is one slide after another.’ 

“Before you reach the Pacific Coast terminal of the 
Canal there are two other sets of docks, one a double 
and one a single, by which the boats are lowered to 
the sea level again. 





“Leaving Panama our first stop was at Guayaquil, 
the principal commercial city of Ecuador. This city 
is located sixty miles up the river and has 120,000 
population. Although conditions in regard to sanita- 
tion and in other respects are very primitive, there 
are many enterprising business concerns there and I 
found quite a number of fine and prosperous men en- 
gaged in the hardware business, most of them highly 
educated and very pleasant people to meet. 

“As compared with cities on the East Coast of 
South America, Guayaquil does not present a very 
modern appearance. There are few buildings more 
than two stories high and they are all of the old Span- 
ish or even Indian architecture. It should be remem- 
bered in this connection that before the Spaniards 
came there in the sixteenth century the Indians had es- 
tablished a high degree of civilization and were ex- 
tremely prosperous. The country has developed very 
little industrially and commercially since. 

“Four-fifths of the Indian population is pure bred 
and these are people of simple and peaceable habits 
who cultivate the valleys and mountain sides much 
more intensely than most of our farmers. In fact, 
they have a highly developed irrigation system, and 
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it is not at all exaggerating to say that they have 
found means of making water run up hill. 

“With regard to doing business with the Spanish 
firms a great deal has been written about the difficulty 
of approach and the long time that must be spent 
before it is possible to make any proposition to trans- 
act business with them. While, of course, it is not as 
easy to approach and do business with them as it is 
with the more progressive hardware men in the 
United States, the fact of the matter is that, with the 
sole proviso that it is not good policy for a stranger to 
attempt to talk business on the first call, usually he 
can safely do so the second time he interviews the 
merchant, provided he has made the right sort of im- 
pression on him. 

“From Guayaquil to Quito, the capital of Ecuador, 
it is only one hundred and eighty miles, but it takes 
two days to get there by railroad. There is no night 
travel owing to the steepness of the grade and the 
multitude of curves which are made necessary by the 
ascent of 16,000 feet, for Quito is located on a plateau 
elevated that distance above the sea level, and from 
this plateau the highest mountains of the American 
countries rise, among which is Chimborazo the top of 
which is 23,000 feet above the sea level, 8,000 feet of 
which are covered by eternal snow. 

“It is interesting to note that although the two cities 
mentioned are in the same country, it is necessary to 
procure a passport and vaccination certificate if you 
wish to go from Guayaquil to Quito owing to the 
extremely unsanitary conditions in the former city 
which is a hotbed of yellow fever and bubonic plague 
epidemics. The price for being vaccinated and for 
the certificate is $10.00, but upon payment of $12.50 
you can obtain the certificate without being vaccinated. 

“The scenery is wonderful, not only because of the 
mountains but because of the beautiful color effect 
produced by the terraces of small farms which are 
being worked on the mountain sides. 

“Quito is a very old city, but for all that you can 
see on the streets and in the homes the latest fashions 
of Paris and London, and right alongside of these 
there may be Indian costumes that are 500 years old. 
A quaint custom will also be noticed in the fact that 
there are three “sidewalks” on each street, so to speak 
—one in the center and one on each side. The center 
“sidewalk” is used almost exclusively by the aborig- 
ines, while the white people use those at the sides of 
the street, which are very narrow, being not more 
than two feet wide at the most. 

“Owing to the quarantine regulations most travelers 
go direct from Guayaquil to Lima, Peru, instead of 
stopping at the ports between. Peru imposes a quar- 
antine of seven days against travelers from Ecuador, 
and naturally travelers prefer to spend the seven days 
in going somewhere rather than being held in one 
place, so they take a slow boat from Guayaquil to 
Lima which takes nearly seven days and then turn 
back on their journey to the cities north of Lima. 

“The smaller seaports on the West Coast with the 
exception of very few have no docks, and both pas- 
Sengers and freight have to be transferred by 
means of small boats or lighters in order to get ashore. 
It will be easy to understand why careful packing of 


merchandise is absolutely necessary if it is to reach its 
destination without being broken, when it is remem- 
bered that the heavy swell sometimes will lift the 
lighter fifteen feet so that the deck of the latter often 
will smash against the barrel or box which is being 
unloaded. 

“As my time is up, I will have to close, but possibly 
your President will give me another opportunity to 
tell you more of the people in the far Southern re- 
publics, and if so I shall be glad to come again.” 

Dr. Frederick A. Cook to Speak Tuesday, September Fifth. 

President Martin announced that at the next weekly 
luncheon on Tuesday, September 5th, the famous ex- 
plorer, Dr. Frederick A. Cook, will speak on the sub- 
ject of the North Pole and its nearest inhabitants. 
Luncheon will be served at 12 o’clock sharp: 

Nominating Committee for Annual Election. 

At a meeting of the Board of Governors of the 
Hardware Club, held on Thursday, August 31st, the 
following were chosen to act as a Nominating Com- 
mittee for the Annual Election at which five Gover- 
nors will be elected to take the place of those whose 
terms expire: 

John Mills, of the New York Belting and Rubber 
Company; E. T. Harris, of the Payson Manufactur- 
ing Company; J. Wilber Stott, of Stoker and Stott; 
W. A. Treat, of Chicago Spring Butt Company, and 
Palmer Holmes, of Lalance and Grosjean Manufac- 
turing Company. . 

The Nominating Committee will appreciate sugges- 
tions from the members as to the names of men to be 
placed on the official ballot as they wish to choose 
the very best men for the ticket in order to insure the 
continued progress of the Hardware Club. 

The following are the Governors whose terms of 
office expire: 

President A. Vere Martin; Treasurer C. G. Barth; 
Lewis A. Clark; Henry Stuckart and W. J. Stebbins. 


SECURES PATENT FOR LOCK. 








Samuel Segal, New York City, has obtained United 
States patent rights, under number 1,195,613, for a 
lock described in the fol- 
lowing: A lock having 
locking mechanism, a 
casing therefor, a keeper 
having an ear, a_ bolt 
adaptable to move in and 
out of said ear to inter- 
lock said casing with 
said ear, said mechanism 
including a pawl pivoted 
on said bolt to maintain it out of said ear, a spring 
for moving said bolt into locked position, said pawl 
having a slot, a lever having one end engaging said 
slot, a detent pivoted to the other end of said lever, a 
spring maintaining said detent projected, and said de- 
tent being pressed by said keeper upon the closing of 
the door to swing said lever to release said pawl for 
permitting said bolt spring to move the bolt into said 
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“Omitting advertising when you’re busy is like 
stopping on third base on a home-run drive.” 
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ADVERTISING CRITICISM AND 
COMMENT 


Helpful Hints for the Advertisement Writer 








WHERE MAIL ORDER HOUSES FIND IT EASY 
TO SECURE NEW BUSINESS. 





The advertising manager of one of the biggest mail 
order houses in the country, in a talk before members 
of an advertising club recently gave some interesting 
information as to how they secured much of their 
business. He said: “We have a bureau whose duty 
it is to read each week the country newspapers from 
all over the country. There is not a paper of any con- 
sequence in our trade territory that our bureau does 
not get. This bureau looks over these papers and 
when we find a town where the merchants are not 
advertising in the local paper, we immediately flood 
that territory with our literature. It always brings 
results far in excess of the same effort put forth in 
territory where local merchants use their local paper.” 

* *K *K 


In the joyous summertime, clever newspaper para- 
graphers expend some little energy in impressing upon 
the sweltering public the efficacy of thought or im- 
agination in securing relief from the hot spells. They 
point out, no doubt facetiously in a great measure, 
that by transporting one’s self to Alaska or Greenland 
via the mental telepathy route, it is easy to divorce 


KEEP COOL 


We can help you do it 





Alaska Freezers Ice Shaves 
Water Coolers Refrigerators 
Thermos Bottles Fireless Cookers 
Cocktail Shakers Hammocks 






Garden Hose 
Lawn Sprays 
Window Screens and Screen Doors 


CLARK HARDWARE CO. 


109-111 Main St. Everything in Hardware 


Lemon Squeezers 
Ice Picks 








oneself from that decidedly uncomfortable feeling at- 
tending the visits of hot weather. This idea is simply 
splendid, it cannot be lauded too highly—but the sad, 
disappointing fact is that few of us are gifted with 
the requisite imaginative powers. We need, and 
hence we seek something more substantial than a 
mental frolic in a deep snowdrift. The writer of the 
advertisement illustrated herewith evidently was. cog- 
nizant of this state of circumstances, and consequently 
he offers to help the people keep cool by selling them 
such particularly seasonable items as refrigerators, 
freezers, water coolers, vacuum bottles and the like. 


The heading he employs is quite attractive, as also is 
the list of summer articles, and the suggestion that can 
be offered for putting on the finishing touch of ef- 
fectiveness is that price quotations might have been 
used to advantage. The advertisement occupied a 
four inch, double column space in the Jamestown, 
New York, Morning Post, where it was placed by the 
Clark Hardware Company, 109-111 Main Street, of 


that city. 
* %* 


Because so much of our time in summer is spent 
outside of the house, on the porches or on the lawns, 
a need for furnishings arises that spells increased 
sales for the progressive retail hardware dealer. 
Camp stools, steamer chairs, benches, swings, ham- 
mocks, couch hammocks and the like all become sea- 
sonable and highly-desirable items in the spring and 
summer because people need them for rest and com- 
fort, and hence they become a necessity rather than a 
luxury. The advertisement illustrated herewith points 





-_ *’ 


“If It's Hardware—We Have It” 


COUCH HAMMOCKS 
$5.50, $8.25, $8.50, $10 and $11.25 


There’s no doubt 
but a good, big, 
roomy couch ham- 
mock is just now a 




















ee pa , 4 bi . 1 possession worth 
Sn 2) many times more 
rama than it costs. 
a a | | 
aa To help you cool 





off after active exercise—to give you comfort and 
rest—to minimize your worries and cares—we pre- 
scribe a couch hammock. They combine beauty, 
luxury and ease. 
NG 3. enlaces $2.50 to $7.50 
Porch Rugs (27 in. x 52 in.)......... 69c 


WEEKS HARDWARE CO. 


119 WASHINGTON AVE, 











this out nicely by stating that “There’s no doubt but 
a good, big, roomy couch hammock is just now a pos- 
session worth many times more than it costs,” and 
then citing its advantages. While the benefits of such 
articles may be apparent to everyone, it is still the 
indisputable fact, in this as well as in other lines of 
business, that the man who goes after these sales by 
calling attention to and emphasizing the merits of the 
articles in question will obtain very much more gratify~ 
ing results and find himself more than amply com- 
pensated for his efforts. For this reason the advertise- 
ment of the Weeks Hardware Company, 119 Wash- 
ington Avenue, Scranton, Pennsylvania, reproduced 
herewith, no doubt quickened the demand and added 
materially to the Company’s sales of couch hammocks. 
The advertisement appeared in the Scranton Tiiies, 
where it occupied a four inch, double column space. 
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HEATING AND VENTILATING 








ILLINOIS PUBLIC SCHOOL HOUSE LAW 
REQUIRES PROPERLY INSTALLED 
APPARATUS FOR HEATING 
AND VENTILATION. 


March 1, 1917, is the date when the amended 
statutes covering the heating and ventilating of public 
schools in Illinois go into effect, and as the new pro- 
visions are of special interest to installers they are 
given herewith, in order that in communities where 
changes in the heating and ventilating apparatus must 
be made they may go after that business fully posted 
as to the manner in which the apparatus must be 
installed in order to comply with the new law, and 
also so that they may be able te point out to the school 


boards the changes that may have to be made: 
Minimum Requirements for Reom Heaters. 

When room heaters are used they shall be of suitable size 
to heat the room in all parts during the coldest weather to a 
temperature of 70 degrees Fahrenheit without keeping too 
hot a fire. 

The heater shall be surrounded by a heat-proof jacket at 
least 5 feet high. Two kinds of heaters may be used. First, 
one in which the jacket extends to the floor, provided that 
provisions be made to admit air to the heater from both out- 
side of the building and from within the room. Second, one 
in which the jacket does not extend to the floor, but the con- 
struction is such that the entering air from the outside cannot 
spread over the floor. 

All class rooms shall have for each pupil at least 16 square 
feet of floor space and not less than 200 cubic feet of air 
space. 

Installation of Warm-Air Heaters. 

When a warm air heater is used in the basement there 
should be an intake for fresh air from outside the building 
and also a cold-air intake from inside the school room. The 
duct to the warm-air heater shall have a cross-sectional area 
of 400 square inches. Dampers shall be provided which will 
make it possible to take all the air from one source or to take 
a part from both sources at the same time. 

There shall be an entrance to the basement from within 
the building as well as from without. 

The floor of the basement shall be of concrete or brick. 

Warm air shall be admitted into the room at the wall at 
least six feet above the floor. The cross-sectional area of 
duct and opening shall be at least 400 square inches. 

The opening into the foul-air flue shall be at the floor 
level and the foul-air flue shall be so constructed that it will 
be heated by the smoke flue. 

The return cold-air opening from the room as well as 
the opening from the outside shall be at the same wall as the 
warm-air inlet and shall be 2 inches above the floor level. 
The grating over this opening shall be leaned against the wall 
at an angle of 45 degrees. The openings from the outside and 
the inside shall connect with the duct to the warm air heater. 
The damper shall be constructed so as to close either opening 
and leave the other open. 

The foot warmer or warm air register shall be placed at 
the floor level in the wall. No warm or cold air register shall 
be placed in the floor where it can be walked on or sweepings 
fall into it. 

Provisions for Ventilation. 

When the fan system of ventilation is used the warm air 
flues shall have a cross-section area of not less than 9 square 
inches for each occupant of the room. The vent flues shall 
have a cross-sectional area of not less than 10 square inches 
for each occupant of the room. 

Where the gravity system of ventilation is used the 
opening to the aspirating coil and the warm air flues shall 

ave a cross-sectional area of not less than 16 square inches 
and the vent flues 14 square inches for each occupant of the 
room. 

In all systems of heating ample provision shall be made 
to moisten the heated air. 

In school buildings hereafter erected, boilers shall be 
Placed in fireproof rooms to guard against fire. 


In buildings more than one story high warm air heaters 
and boilers shall not be placed under a stairway or corridor 
through which the pupils pass in leaving the building. 

Smoke flues shall be lined with a good quality of chimney 
lining or so constructed that should the mortar between the 
bricks fall out, fire cannot escape through the opening. 

All air ducts of ventilating shaft shall be of metal or 
fireproof material. 
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HANDSOME BOOK CONTAINS PROCEEDINGS 
OF NATIONAL WARM AIR HEATING 
AND VENTILATING CON= 
VENTION. 


The proceedings of the Third Annual Convention 
of the National Warm Air Heating and Ventilating 
Association, which was held June 6th at Cleveland, 
have been published in a very handsomely printed 
booklet of 76 pages. 

Five pages in the back of the booklet are given up 
to a list showing the trade names of warm air heaters, 
together with the names and addresses of the respec- 
tive manufacturers, approximately 260 different names 
of warm air heaters being in the list. 





WARM AIR HEATER OF DOWN=DRAFT TYPE. 





Included in the line of Floral City Warm Air Heat- 
ers is a down-draft type which is said to burn almost 
any kind of fuel 
with equally sat- 
isfactory results. 
This King Warm 
Air Heater, 
shown in the ac- 
companying illus- 
tration, presents 
a large heat radi- 
ating surface, and 
according to the 
m anu facturers, 
perfect control of 
the fire is gained 
by the long fire 
travel, which is 
down from the 
top of the warm 
air heater 
through two side 





Floral City King Warm Air Heater. 
tubes, 4tound the horse-shoe radiator at the bottom 
up through the rear tube to the smoke pipe. The fire 
doors of the King Warm Air Heaters are large, 
ranging from 12 by 14 to 15 by 17 inches and have a 
shield or apron hung just inside to prevent smoke 
from puffing out while opening the door when wood 
or soft coal is used. Further information regarding 
the construction of the King and other Floral City 
Warm Air Heaters is contained in the catalog, which 
can be secured from the Monroe Foundry and Fur- 
nace Company, Monroe, Michigan. 
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WARM AIR HEATER CASING PATENTED. 





Harry W. Neal, Indianapolis, Indiana, assignor of 
one-half to the Hall Hardware Company, Indianapolis, 
Indiana, has obtain- 
ed United States 
patent rights, under 
number 1,195,845, 
for a warm air heat- 
er casing described 
in the following: A 
warm air heater cas- 
ing comprising a 
plurality of vertical- 
ly disposed sections, 
interlocking means 
carried by each sec- 
tion for connecting said sections together, said inter- 
locking means consisting in bending the metal along 
one edge of each section into an outwardly disposed rib 
with the free edge of the section projecting at right 
angles to said rib, an outwardly disposed rib formed 
along the opposite edge of each section, a horizontally 
disposed rib formed by bending the remaining free 
edge of the section in reverse directions to form a 
pocket adapted to receive the right angle projecting 
edge on the adjacent section and means for drawing 
the outwardly disposed ribs on the adjacent sections 
toward each other into operative position. 


6_s3s 








cee 


FORCED DRAFT WARM AIR HEATER OF 
SIMPLE CONSTRUCTION. 





The standard of the Radiant Home Warm Air 
Heater Line is the forced draft type shown in the 
accompanying _il- 
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ie Wert? OD 5 said to have 
achieved an_ en- 
viable reputation 


for durability and 
economy of fuel. 
It is a heavy all- 
cast warm air 
heater, made of 
the best grade of 
stove plate iron 
and is very simply 
constructed with 
few joints; these 

: joints furthermore 
Radiant Home a Warm Air are of the pocket 
type which are said not to open, so that the warm air 
heater with the added feature of its heavy castings 
securely bolted at connections is claimed to be of ex- 
ceptional strength and durability. Typical of the ad- 
vantages are the all-cast, one-piece radiator and the 
air blast firepot and forced draft ring which are 
claimed to supply super-heated air to all parts of the 
fire alike, so that the gases and smoke which would 
otherwise escape, are consumed, with a consequent 
material gain in heat units. Hard coal, soft coal, 
lignite, coke or wood may be used in this warm air 
heater, but it is especially recommended for soft coal, 
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lignite, etc. Further particulars of the Radiant Home 
Warm Air Heaters, together with details of their line 
of stoves and ranges, can be obtained from the 
Germer Stove Company, Erie, Pennsylvania, or 364 
River Street, Chicago. 
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WARM AIR HEATER WITH BODY ROLLED 
FROM SINGLE PLATE OF STEEL. 








The serviceability of a warm air heater depends 
upon its ease of operation, its durability and the sim- 
plicity of its construction. 
With respect to these three 
points, the Imperial Steel 
Warm Air Heater, shown 
in the accompanying illus- 
tration, is claimed to meet 
the strictest requirements 
and prove highly satisfac- 
tory because of its modern 
construction and  excep- 
tional features. This warm 
air heater has a body rolled 
from a single plate of steel, 
the ends of which come to- 
gether and form a shell with one row of rivets. The 
body has a steel bottom to prevent any gas or dust 
from escaping into the air chamber from the ash pit, 
and the entire warm air heater is said to be riveted 
dust and gas proof. Another important feature is 
the full front extending from top to bottom, which is 
attached without any cement or asbestos packing, sim- 
ply being bolted to the feed chute and ash pit chute 
by four bolts. This work, as well as the remainder 
of the installation, is said to be very easily done, and 
the fact that the two chutes extend out through the 
front is claimed to eliminate any possibility of the 
leakage of gas and smoke into the warm air chamber. 
Further information about the merits of this warm 
air heater are contained in a booklet recently issued, 
which will be sent upon request, by the Imperial Fur- 
nace Company, Marshalltown, Iowa. 





Sectional View of the Imperial 
Steel Warm Air Heater. 





WILL THIS RANGE BOILER AND RADIATOR 
ARRANGEMENT WORK WELL? 





From John F. Heine and Son, Hooper, Nebraska, 
the following problem has been received by AMERICAN 
ARTISAN and is herewith submitted to the “Brother- 
hood of Friendly Helpers’’: 

To AMERICAN ARTISAN: 

We have a customer who wants to connect a radi- 
ator to a kitchen boiler. The radiator is about six feet 
away from the boiler which is connected with the 
kitchen range. The boiler is of 30-gallon capacity. 
Do you think he can get much satisfaction? If so, 
how would be the best way to make the connection ? 

Yours truly, 
Joun F. HEINE AND Son. 

Hooper, Nebraska, August 28, 1916. 
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And many a man has spent his life in making a 
reputation—and the other half in trying to live it 
down. 











DISCHARGE OF HEATED AIR ON BURNING 
FUEL AIDS COMBUSTION IN WARM 
AIR HEATER. 


When coal is burned in an enclosed space, a great 
amount of volatile gases and solid matter usually 
escapes in what 
may be called a 
raw condition, 
representing a 
loss of many 
heat units. The 
escape of this un- 
consumed — por- 
tion of the fuel 
results as a rule 
from a lack of 
sufficiently-heated 
air to convert its 
latent energy into 
heat. To prevent 
this waste and to 
effect a  conse- 
quent gain in heat units in the operation of warm air 
heaters, the manufacturers of the Weir All Steel 
Warm Air Heaters provide means by which quan- 
tities of superheated air are discharged over the 
burning fuel. The accompanying illustration of this 
warm air heater shows the method of heating the air 
for combustion by passing it around the firepot sev- 
eral times and discharging it through the small open- 
ings at the top, above the burning fuel; the manufac- 
turers state that every feed door is fitted with a 
frame of mica to prove that this gas and soot burn- 
ing process actually ignites the volatile gases and 
smoke. Further particulars regarding this-and other 
features of the Weir All Steel Warm Air Heater can 
be obtained from the Meyer Furnace Company, Pe- 
oria, Illinois. 





Sectional View of Weir Warm Air Heater. 
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COMING OF FALL BRINGS UP QUESTION OF 
HEATING EQUIPMENT IN HOME. 





August has gone, September is here, and summer 
is on its last legs. Recreation days will soon be over, 
and the folks who are planning new homes or residing 
in old homes will be coming round to the question of 
heating equipment. So it behooves all those in the 
warm air heater business—at the factory and at the 
selling end—to buckle down to business and boost the 
installation of this apparatus. Such is the pertinent 
subject dealt with in the current issue of “Gilt Edge- 
ings,’ the house organ of R. J. Schwab and Sons 
Company, Milwaukee, Wisconsin; furthermore, the 
article points out, that in situations such as this, team 
work or co-operation between the manufacturer and 
the dealer is what counts in securing greater sales. 
To assist the dealer in selling their Gilt-Edge Warm 
Air Heaters, they stand ready at all times to offer the 
different phases of Gilt Edge Service. Installers de- 
Siring copies of “Gilt Edge-ings” and information 
about the Gilt Edge Warm Air Heaters should ad- 
dvess R. J. Schwab and Sons Company, 285 Clinton 
Street, Milwaukee, Wisconsin. 
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SINGLE REGISTER WARM AIR HEATER. 


It is a well known fact that on becoming heated, 
air will expand and rise, while cooled air will fall. 
Furthermore, the velocity 
of the heated air in- 
creases with the rise in 
temperature, and the cold 
and warm air, being two 
distinct bodies, cannot oc- 


A : cupy the same space at 
fi i the same time. The warm 
: air, being the lighter, bulk 

i for bulk, is forced up- 
is ward and outward by the 
on heavier cold air which 
falls to the floor. These 


principles are utilized in 
the construction and oper- 
ation of the single register 
or pipeless warm air heating systems, which create 
circulation of the air by drawing the cold air to the 
cold air channel of the warm air heater or in other 
words, back to the place it originally came from. In 
the illustration herewith is shown the Faultless-Com- 
fort Single Register Warm Air Heater, said to be a 
new adaptation of this type of warm air heaters, con- 
structed with the view of affording ventilation as well 
as heat and hence delivering a large volume of prop- 
erly warmed air. Its air circulating system is claimed 
to be a distinct advance as the manufacturers use a 
double lined casing to prevent the heat from enter- 
ing into the basement, and by using the two outside 
channels for cold air, they are said to gain a quicker 
fall of the cold air and consequently a quicker rise 
of the warm air. The Faultless-Comfort Heating 
System is adapted for hard or soft coal and further 
information as well as price list is contained in a spe- 
cial circular which will be sent upon request, by the 
Graff Furnace Company, 107 East 29th Street, New 
York City, or 132 East Columbia Street, Fort Wayne, 





Faultless-Comfort Single 
Register Warm Air Heater. 


Indiana. 
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INSTRUCTIVE BOOKLET ON WARM AIR 
HEATERS. 








In determining the capacity of a warm air heater, 
the kind of fuel used, the heat units derived from 
the fuel per pound, the firepot capacity for fuel, the 
time between firings and the heating surface must all 
be taken into consideration. With these points in 
mind, the manufacturers of the Marvel Warm Air 
Heaters have prepared several useful tables on the 
ratings and heating capacities of the three series of 
these warm air heaters, which are published and ex- 
plained at length in their latest catalog, Number 16. 
The booklet furthermore illustrates and describes in 
detail the general construction and the features of the 
Marvel Warm Air Heaters, consisting of the 300 
Series wrought iron type, the 500 Series steel type, 
and the 600 Series cast iron type. Price and size lists 
of the various warm air heaters are also shown, to- 
gether with illustrations, descriptions, size and price 
lists of the Marvel Window Chutes and Wagon 
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Chutes. Copies of Catalog Number 16 can be ob- 
tained upon request, from the Interstate Manufactur- 
ing Company, Oskaloosa, Iowa. 
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INTERESTING BOOKLET ON DOWN 
WARM AIR HEATERS. 





DRAFT 





The Excelsior Steel Furnace Company, Chicago, 
have developed a down draft warm air heater which 
is the subject of an interesting booklet recently pub- 
lished by the Company. One of the chapters explains 
what down draft means and-does; a complete descrip- 
tion follows of the design and operation of the Ex- 
celsior Down. Draft Smokeless Warm Air Heater; 
and several informative articles on positive return 
circulation, fuels, ratings, and suggestions on warm 
air heater installation, so that it should prove a valu- 
able addition to the library of every dealer of warm 
air heating apparatus. Copies of this booklet can be 
obtained from the Excelsior Steel Furnace Company, 
513-523 West Monroe Street, Chicago, Illinois. 





DOUBLE WALL PIPE INCREASES EFFICIENCY 
OF WARM AIR HEATING SYSTEM. 


In.a warm air heating system the efforts to promote 
its efficient operation do not end—as may be supposed 
—with the durable, high- 
grade construction of the 
warm air heater; rather 
they must be extended to 
the installation of pipe, 
fittings and accessories that 
will give the best service. 
Such equipment is said to 
be found in the double \ all 
warm air heater pipe and 








fittings of the Michigan 

Safety Furnace Pipe Com- 

si pany, Detroit, Michigan. 

Showing Double Wall Con- The illustration herewith 
struction of Michigan 


Safety Heater Pipe. pictures a length of the 
double wall pipe, the air chamber in which is said to 
be retained at all times by the perforated spacing 
collar at the end of every piece and joint. This air 
space, it is declared, allows a free circulation of cool 
air which serves to keep the outer pipe from becom- 
ing over-heated and at the same time to keep the 
warm: air passing through the pipe from becoming 
chilled. Other features of Michigan Safety Heater 
Pipe and Fittings are the automatic locking device 
which is said to afford a great saving in time and 
labor; the short joints described as enabling the in- 
staller to construct any desired style of stack without 
making or cutting a single piece; and the first-class 
construction of bright tin -plate without rivets or 
solder. Further information is contained in catalog 
which can be obtained from the Michigan Safety Fur- 
nace Pipe Company, 113-115 East Fort Street, De- 
troit, Michigan. 
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RINGS FOR SINGLE OR DOUBLE WARM AIR 
HEATER CASINGS. 





Every item that is involved in the manufacture or 
installation of a warm air heater must be of high char- 
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acter, in order that the system may be given a fair 
chance to show what it can accomplish. It is the col- 
lective merits of the parts that determine the efficiency 
of the system and the thoughtful manufacturer or in- 
staller therefore pays the closest attention to every 
detail. Casing rings, for example, that are perfect 
in circle and true to measure, besides being durably 
made, are in demand and these requirements are said 





Walworth Steel Casing Ring. 


to be fully met by the Walworth Steel Casing Rings, 
one of which is shown in the accompanying illustra- 
tion. These are made in full circles for ordinary use 
or in partial circles for full cast fronts; with lugs for 
double casings and without lugs for single casings. 
Further details, together with information about their 
grey iron castings and semi-steel registers for warm 
air heaters, can be obtained from the Walworth Run 
Foundry Company, West 27th Street, Cleveland, 
Ohio. 





WARM AIR HEATER CONTROLLER IS GREAT 
CONVENIENCE TO HOUSEHOLDER. 





Secause it automatically opens and closes the warm 
air heater drafts and maintains a practically uniform 
temperature throughout the 
house at all times, a regulator 
such as the Kees Draft Con- 
troller is said to relieve the 
householder of much of the 
care of his warm air heater. 
This device is described as sim- 
ply constructed of cast iron and 
stamped steel, with no batteries 
to renew, no motor to adjust 
and no springs, clockwork or 
weights, the motive power be- 
ing the expansive force of the 
iron or steel in the dome and 
combustion chamber of the 
warm air heater. According 
to the manufacturers, it has been in use since 1908 on 
many classes of warm air heaters and has proven a 
success because of its accuracy, convenience and 
economy. By regulating the drafts, the controller is 
claimed to prevent the waste of fuel due to overheat- 
ing and no more fuel is burned than is actually 
needed; furthermore by preventing overheating as 
well as sudden heating and cooling, it is said to les 
the expense for repairs and lengthen .the life of 1) 
warm air heater. Further information is contained i! 
the booklet which together with price list can be ©)- 
tained from the F. D. Kees Manufacturing Compa:y 
Box 619, Beatrice, Nebraska. 














Controller 
Installed in the Home. 


Kees’ Draft 


So 3 
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PRACTICAL HELPS FOR THE 
TINSMITH 








PATTERNS FOR PEDIMENT. 





BY O. W. KOTHE. 

In cornice work, we have many different kinds of 
pediments or gables. There are those where the bot- 
tom miters on a flat surface; others on an inclined 
surface; still others form a rake on the lower end, and 
others form a rake at the top, thus making a broken 
pediment, and still others rake out from a horizontal 
mould of cornice both from square and octagon 
miters. 

The one here shown is about the simplest to lay out 
and to understand. It is exactly like two-butt miters 
fitting against flat surfaces of different pitches. First 
draw the pitch line A-B, then at right angles to it draw 







space separately as 1-2, 2-3, 3-4 from section and step 
it off on this line as 1’-2’, etc., up to point 16’. Now 
through all these points, draw stretchout lines parallel 
with the pitch line, and then from all points in the 





Patlern for Pediment 
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« Development of Patterns for Pediment. 


the section of your moulding. Now at convenient 
distances to the section on both ends, draw the ver- 
tical miter line B-C and the base miter line, which in 
this case is a horizontal line. 

Next divide all curved lines in your section into 
equal spaces, numbering all points and bends, and from 
all points in section, extend lines both ways parallel 
with the pitch line A-B thus cutting the vertical miter 
line B-C and also the base miter line as shown. 

For the pattern square out a line at right angles 
to the pitch line, and with your dividers pick each 


miter line B-C square out points at right angles to 
pitch line, thus cutting lines in stretchout having the 
same number. Repeat this for the base miter line, 
then trace lines through the points thus established 
and you have the upper and lower pattern for a gable. 
The covering and the panel are separate pieces and 
from this pattern the gable can be made any length 
by working from the wall line at the drip of section. 
It is well for the draftsman to make one of these of a 
moderate size which gives him experience in cutting 
as well as assembling. 
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ALLIED SHEET METAL CONTRACTORS OF 
CHICAGO WILL MEET TUESDAY, 
SEPTEMBER FIFTH. 





The first meeting of the Allied Sheet Metal Con- 
tractors’ Association of Chicago after the summer va- 
cation will be held Tuesday evening, September fifth, 
eight o'clock, at the usual place, Hardware Club 
Rooms, twelfth floor of the Cunard Building, south- 
west corner of Dearborn and Randolph Streets. 

President J. C. McFarland urges a full and prompt 
attendance in order that the fall and winter work may 
be started off in good shape. 





PROCEEDINGS OF TWELFTH ANNUAL 
CONVENTION OF SHEET METAL 
CONTRACTORS ISSUED 
IN PAMPHLET. 


The proceedings of the Twelfth Annual Conven- 
tion of the National Association of Sheet Metal Con- 
tractors held June 20 to 23 at Peoria, Illinois, have 
been published in pamphlet form which also contains 
a list of the officers, trustees and standing committees 
with their personnel. 


” 


RATES ON STRUCTURAL STEEL TO PACIFIC 
COAST FROM CENTRAL AND EASTERN 
POINTS TO REMAIN IN FORCE 
UNTIL DECEMBER I. 








The Interstate Commerce Commission this morn- 
ing entered an order suspending from September first 
until December first the operation of the tariffs which 
would establish a blanket rate of 94 cents per hundred 
pounds on structural steel from’ points east of the 
Missouri River to Pacific Coast destinations. The 
present rate from Chicago is 55 cents, from Pitts- 
burgh, 65 cents and from New York 75 cents. Dur- 
ing the period of suspension, the Commission will con- 
duct an investigation as to the reasonableness of the 
proposed advances. 





+o 
. 


SHEET METAL ROOFING PROVIDES 
PROTECTION AGAINST FIRE. 





In addition to its extreme durability and ease of 
application, sheet metal roofing has as a most valuable 
advantage its fire-checking and fire-preventing qual- 
ities. It is easy to understand why a sheet metal roof 
will not burn like wood or crack like slate or tile un- 
der the influence of heat, and hence because it does 
not catch on fire or allow the fire to penetrate, the 
sheet metal roof provides special protection against 
fire. Besides serving as a protection, such a roof is 
claimed to be a saving to the house owner because of 
the reduced rate of insurance, so that by selling sheet 
metal roofs, it is stated that the contractor can make 
friends and boosters of his customers, who will pass 
the “good word” on to their acquaintances. The Mil- 
waukee Corrugating Company, Milwaukee, Wiscon- 
sin, state that they carry large stocks of this roofing 
which is made from high grade sheet metal, so that 
shipments can be made the day the order is received. 


Full information regarding their sheet metal roofing 
will be sent to those addressing the Milwaukee Cor- 
rugating Company, Milwaukee, Wisconsin, or the 
branch at Kansas City, Missouri. 
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VOCATIONAL TRAINING IS TRAINING FOR 
PRACTICAL LIVING. 








In one of his interesting series of articles in the 
Chicago Daily News, entitled “Chats With the Ambi- 
tious—and Others,” the well known writer on eco- 
nomic subjects, Orison Swett Marden, treats on the 
matter of Vocational Training, showing in a very con- 
clusive way that Vocational Training is nothing more 
or less than a means by which our young people are 
fitted for practical and profitable living—profitable 
for themselves and for Society in general. 


Mr. Marden’s article follows: 


In a recent plea for vocational training for youth, Secre- 
tary of Commerce William C. Redfield said: “The youthful 
years in which mind and hand respond more readily than 
they ever thereafter will should be the time in which the 
child should be taught, among other needed things, how he 
may. best fit himself for the day of labor when it shall come, 
so that he may carry that burden more easily, more produc- 
tively, with more of peace and less of pain.” 

If every man received in youth a practical training that 
would fit him for the work nature intended he should do we 
would have no incompetents and few crooks or criminals. 

“The cry of the children, that they be taught to work, 
to know why they work as they do, and how to work well and 
effectively,” has too long fallen on dull, unresponsive ears. We 
prefer to spend on prisons and asylums the money that, ex- 
pended on practical vocational and industrial training, would 
have made the inmates of those places happy, productive 
workers. 

America is ahead of other nations in many things, but it 
is certainly not ahead—is indeed a long way behind—some 
kuropean nations in the preparation of every youth for his 
life work. 

It is a shame, a national disgrace, that our young people 
should be allowed to quit school before they are half pre- 
pared for life, before they are properly equipped for self- 
supporting careers. It is a crime against our children that 
they are obliged to pay the penalty for their lack of prepara- 
tion by being forced to remain in inferior positions, many of 
them perhaps all their lives. 

The man who does not learn to do one thing well, who 
does not specialize in some branch of mechanics, trade or 
industry, can never hope to rise above a hand to mouth ex- 
istence. 

Give our young men and young women expert knowledge. 
knowledge that they can turn to practical use outside of 
school and college walls, and we shall do away with failures 
and criminals. ’ 

The president of Radcliffe college says: “Nature having 
specialized women, the colleges should continue the job.” 
Nothing more apt has been said regarding education. If 
our schools and colleges could rearrange their educational 
system in agreement with this epigram there would be a 
changed civilization. 

At present our educational systems do not give a train- 
ing for life. Our youths are taken out of practical life dur- 
ing their most plastic years supposedly to prepare for life, 
but after all their years of study in school and college are 
obliged to go back again to practical life to learn how to get 
a living. 

Now, if an lucation means anything it means training 
and fitting for living getting. In justice to our children it 1s 
time that we practical Americans should see to it that every 
child in this nation receives an education that will give him 
at least a fighting chance in life. 


WHO MAKES FAN THAT RUNS WITH A 
SPRING? 





To AMERICAN ARTISAN: 
Can you tell me who makes a fan like an electric 
fan only it runs with a spring that is wound up? 
SUBSCRIBER. 


————.,, Ohio, August 30, 1916. 
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VENTILATOR THAT OPERATES SILENTLY. 





All the services that the Globe Ventilator, shown 
in the accompanying illustration, perform, are said 
to be done silently and ef- 
fectively. This device, the 
manufacturers. state, is 
capable of curing smoky 
chimneys and quickening 
the draft in sluggish flues ; 
it acts as a sanitary agent, 
removing deadly sewer gas 
and is used extensively for 
the ventilation of “schools, churches, halls, hospitals, 
auditoriums, factories, barns, ships, theatres and other 
types of buildings. When placed over show windows 
it is said to prevent all steaming and frosting of the 
glass and to protect the interior from storm, and in 
homes, for instance, it exhausts the heated air from 
upper floors, rendering them comfortable and habitable, 
and serves to ventilate the bath rooms. The Globe 
Ventilator is made in galvanized iron, brass or copper, 
and with glass tops for skylights if desired. Further 
details of the ventilator and of the many selling helps 
offered by the manufacturers can be obtained from the 
Globe Ventilator Company, Department H, Troy, 
New York. 





Globe Ventilator. 


PARTICULAR ATTENTION TO STAMPING 
BRINGS OUT SMALLEST DETAILS IN 
METAL CEILINGS. 





The great beauty of metal ceilings—and sidewalls, 
for that matter—lies in the sharpness and distinctness 
with which every minute detail of the designs is 
brought out in the stamping process. For this reason, 
the handsome appearance of the Friedley-Voshardt 
Art Metal Ceilings and Sidewalls is said to be unsur- 
passed because the manufacturers pay particular atten- 
tion to the stamping process, expending every energy 
possible in order to gain the most satisfactory results. 
Another advantage attributed to these ceilings and 
sidewalls is that they are made in one of the most 
modern sheet metal plants in the country with many 
machines that have been specially designed and built 
for the purpose, and with skilled workmen that know 
exactly how to operate them. The plates are said to 
be made with a full bead on all four sides and are re- 
sheared after stamping, thus, it is claimed, assuring 
perfect and tight-fitting ceilings and sidewalls. The 
manufacturers further state that if desired, their own 
modelers can make special designs from architect’s 
detail. Further information and illustrations of the 
many handsome designs are contained in Ceiling Cata- 
log Number 33 which will be sent on application, by 
the Friedley-Voshardt Company, 733-737 South 
Halsted Street, Chicago, Illinois. 





INCREASED SALES OF METAL SHINGLES. 





With the popularity of the bungalow and similar 
styles in private dwelling houses there has also come a 
zonsiderable increase in the number of sloping or 
peaked roofs for those buildings, and this has resulted 


in greater sales of metal shingles, wherever the sheet 
metal contractor has been “on the job.” It is being 
readily admitted by any one who is at all conversant 
with the facts of the case that a good metal roof, well 
laid, will not only outlast any other kind: of roof, but 
will require far less care after being laid, and that 
repairs will cost less and be less needed. As an in- 
stance of this, the Cortright Metal Roofing Company 
state that roofs covered with Cortright Metal Shingles 
have lasted without repairs for 28 years, which cer- 
tainly is to be classed as an excellent record, as com- 
pared with composition, slate, wooden’ shingle or tile. 
The manner in which these metal shingles are laid 
makes it practically impossible for the strongest wind 
to damage the roof in any way, and the Company 
further state that the prices at which Cortright Metal 
Shingles are sold to dealers insure them a good profit, 
at the same time making the cost to the builder very 
reasonable. Fur further information dealers should 
address the Cortright Metal Roofing Company, Phila- 
delphia. 
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CONDUCTOR ELBOWS THAT ARE STAMPED 
WITH COMPANY’S TRADEMARK. 





The fact that a Company stamps their trademark 
on all the elbows which they produce goes to show 
that they are ready to stand behind 
any claims which they might make 
for these elbows. The accompany- 
ing illustration shows an elbow 
manufactured by The Ferdinand 
Dieckmann Company, Cincinnati, 
Ohio, upon 
which _ the 
trademark of 
the Company 
is, stamped. 
These elbows 
are made from 
high grade 
steel, iron and 
copper sheets 
of well known brands. 
each elbow made of special material also has the name 
of material stamped on it clearly and plainly. The 
Company states that no light gauge special material is 
used. The ends of the elbows are said to be securely 
fastened with the Company’s patent clinch, and are 
gauged to fit standard diameters of conductor pipe. 
They are further said not to require any clipping to 
make them fit or any solder to hold them in place. I*or 
further information address The Ferdinand Dieck- 
mann Company, Post Office Station B, Cincinnati, 
Ohio. 







Dieckmann Elbow. 
Aside from the trademark 
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USES OF: GALVANIZED SHEETS SHOWN IN 
NEW BOOKLET. 





The merits and applications of Apollo Best Bloom 
and Apollo-Keystone Copper Steel Galvanized Sheets 
are interestingly set forth in a booklet recently issued 
by the American Sheet and Tin Plate Company. It 
is stated in this booklet that these sheets are produced 
under the best conditions and are manufactured from 
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the highest grade materials by skilled workmen and 
that substantial and satisfactory service has always 
been characteristic of them. The different sections of 
the booklet show by means of a clear text and a liberal 
use of photographic reproductions, how the Apollo- 
Keystone brand is especially suitable for culverts and 
other underground uses because of its excellent gal- 
vanizing and highly rust-resistant base, and how both 
of the brands are exceptionally advantageous for 
flumes, tanks, cisterns and silos; roofing and siding; 
and for general sheet metal work, such as cornices, 
skylights, ventilators, eaves troughs and conductor 
pipe, metal sash and frames, utensils, etc. Tables of 
weights of Apollo Best Bloom Galvanized Flat Sheets 
and Apollo-Keystone Copper Steel Galvanized Sheets, 
and of Apollo Galvanized Formed Products further 
enhance the value of the booklet, and throughout the 
pages, the quality and adaptabilities of the sheets are 
presented in an attractive manner. Copies of this 
booklet can be obtained from the American Sheet and 
Tin Plate Company, Frick Building, Pittsburgh. 





FIREPOT THAT CAN QUICKLY BE CHANGED 
INTO OPEN FLAME OR TORCH. 





The mechanic who uses a firepot sometimes re- 
quires an open flame, and this, it is said, can easily 
be secured with the Red-Hot 
Number 54 Firepot shown in 
the accompanying _ illustration. 
The top section of this firepot, 
say the manufacturers, can be 
quickly removed, thus allowing 
the operator to use the tank as 
an open flame or torch. Besides 
this feature, the Number 54 
Firepot is described as having a 
tank made of heavy galvanized 
iron and fitted with a patented automatic pump, and 
a burner made of generator metal which gives an in- 
tense blue flame. It is said to be a popular style of 
firepot that gives universal satisfaction, and according 
to the manufacturers, it is capable of heating 10- 
pound coppers and melting a pot of metal at the same 
time. The firepot, like the others of its line, is said 
to be made of the best materials by skilled workmen 
and is thoroughly tested and inspected so as to render 
entirely satisfactory service to the mechanic. Catalog 
fully describing the Red-Hot Firepots and Torches 
will be sent upon request, by the Ashton Manufactur- 
ing Company, Newark, New Jersey. 





Red Hot Number 54 
Firepot. 
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INLAND STEEL USED IN CONSTRUCTION OF 
CHICAGO’S NEW MUNICIPAL PIER. 





The latest and perhaps the most remarkable achieve- 
ment of the city of Chicago is the new Municipal 
Pier, recently erected at a cost of four and one-half 
million dollars. This enormous structure stretches 
out into the lake for a distance of three thousand feet 
and has a width of two hundred and ninety-two feet, 
providing eight acres of floor space for handling 
freight and sixty acres for passenger accommodations. 
Besides serving as a loading and unloading space, it 








is rapidly becoming Chicago’s most popular recrea- 
tion spot, being one of the most delightful places on 
which to pass a summer afternoon or evening. This 
pier is in fact one of America’s wonderful sights, but 
what the average individual does not see or. compre- 
hend in looking at it, is that the erection of this great 
structure, with most of its length in deep water, 
against the attacks of terrific storms and in combat 
with the wiles of lake bottom quick sands is an engi- 
neering triumph of no mean order. The materials 
used in its construction were of necessity of excep- 
tional strength and durability and among others, In- 
land Concrete Reinforcing Bars and Inland Structural 
Steel satisfactorily: served the purpose. Further de- 
tails about the utilization of Inland Steel in this and 
similar projects can be obtained from the Inland Steel 
Company, First National Bank Building, Chicago. 





NOTES AND QUERIES. 





Connecticut Food Chopper. 
From Howell and Company, Woodhull, Illinois. 
Kindly advise who manufactures the “Connecticut” 


food chopper. 

Ans.—This was formerly made by the Dana Manu- 
facturing Company of Cincinnati, Ohio, who are now 
out of business and the manufacture of this chopper 


has been discontinued. 
Display Trucks for Stoves. 
From the Utility Stove and Range Company, Indianapolis, 
Indiana. 
Please tell us who makes display trucks for stoves. 


Ans.—George P. Clark Company, Windsor Locks, 
Connecticut; Universal Caster and Foundry Com- 
pany, Newark, New Jersey; Adams Company, Du- 
buque, Iowa, and Lansing Wheelbarrow Company, 


169 West Lake Street, Chicago. 
Noodle Cutters. 
From Roanoke Hardware Company, Roanoke, Illinois. 
Kindly advise who manufactures noodle cutters 


that clamp on to a table or bench and that have two 
knives that fasten on to a round disk. 
Ans.—American Bakers’ Machinery Company, St. 
Louis, Missouri; J. H. Day and Company, Cincinnati, 
Ohio; and Werner and Pfleiderer, Saginaw, Michigan. 


ITEMS. 





J. A. Best and Company, Allentown, Pennsylvania, 
are making additions to their sheet metal equipment 
and are interested in power crimping machines for 
handling the lighter gauges of sheet metal. 

The Canton Metal Ceiling Company, 1940 Harrison 
Avenue, Canton, Ohio, has applied to the city of 
Canton for land at Harrison and Stanton Avenues 
upon which to erect a large manufacturing plant. 

Albrecht Brothers, who operate a combination shop 
in Kewanee, Illinois, will cover the roof of the new 
Methodist Episcopal Church in Osceola with metal 
shingles and will also install the warm air heating 
equipment. 

©. G. Wheeler, who recently bought the Blachly 
retail hardware store at Baraboo, Wisconsin, is buil:!- 
ing an addition in the rear of the store, to be used 2: 
a sheet metal shop which he will operate in connect 
with the store. 
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1,195,192. Metal Fence-Post. John M. Fellows, Kokomo, 
Ind. Filed June 30, 1915. Renewed July 11, 1916. 

1,195,193. Sad-Iron. Andrew Feyes, Pittsburgh, Pa., 
assignor to Pittsburgh Electrical Specialties Company, 
Pittsburgh, Pa. Filed May 23, 1914. 

1,195,202. Gate-Fastener. Jesse M. Gilbert, Paradise, 
Kan. Filed Dec. 27, 1915. 

1,195,238. Fence and Post. Lloyd A. Larson, Dwight, 


N. D. Filed Feb. 8, 1915. 


1,195,338. Roof Joint. Allen Jessup Churchill, Port- 
land, Ore. Filed Sept. 27, 1915. 
1,195,339. Bench-Vise. John W. Codding and Frank 


H. Putnam, Spokane, Wash. Filed July 

1,195,418. Lawn-Mower. Charles E. 
Mont. Filed Sept. 22, 1915. 

1,195,433. Hose-Coupling. De Witt C. Bailey, Nichols, 
Fla. Original application filed April 27, 1912. Serial No. 
693,678. Divided and this application filed Oct. 26, 1912. 

1,195,471. Combination-Tool. William Holmes, Belpre, 
Ohio. Filed March 21, 1916. 

1,195,481. Closure for Garbage-Receptacles and_ the 
Like. William J. Legat and John T. Dugan, Pittsburgh, Pa. 
Filed Nov. 15, 1915. 


30, 1914. 
Townsend, Billings, 


1,195,487. Percolator. Prosper Jean Auguste Maignen, 
Philadelphia, Pa. Filed June 12, 1908. 

1,195,493. Hasp. George A. Nedrow, Monessen, Pa. 
Filed Feb. 8, 1916. 

1,195,496. Clothes-Holder. Alfred Parkin, Loma, Colo. 
Filed March 16, 1916. 

1,195,525. Wire-Stretcher Clamp. Mack D. Steele, 


Blacksville, W. Va., assignor of one-half to James I. Miller, 
Blacksville, W. Va. Filed March 1, 1915. 
1,195,559. Fly-Catcher. James E. 
Mass. Filed Sept. 13, 1915. 

1,195,570. Clothes-Wringer. Alva J. Fisher, Evanston, 
Ill., assignor to Hurley Machine Company, Chicago, Ill. Filed 
Oct. 24, 1914. 


Clarke, Worcester, 








7A 1,195,192 [7 
. | 


Hachmann, St. 


1,195,580. Frederick 
Louis, Mo. 
1,195,591. 
3rooklyn, N. Y. 
1,195,663. Driving 
Daniel D. Dull, Youngstown, Ohio. 


Hose-Coupling. 
Filed June 13, 1914. 
Metal-Tubing Cutter. 
Filed Nov. 15, 1915. 
Mechanism for Washing-Machines. 
Filed March 24, 1916. 


Andrew FE. Kammer, 


1,195,690. Window-Sash. John Kunzelmann, Baltimore, 
Md. Filed July 1, 1915. 
1,195,696. Mop-Wringer. Axel F. Lifvendahl, Chicago, 


Ill. Filed Jan. 11, 1916. 
1,195,711. Combined Lock and Latch. 
Kansas City, Kans. Filed Feb. 26, 1916. 


Peter Nordwall, 


1,195,724. Post-Hole Auger. Orie S. Preston, Effing- 
ham, Kans. Filed Oct. 26, 1915. 

1,195,760. Metallic Fence-Post. John B. Young, Belt, 
Mont. Filed March 20, 1914. 


Mato Grgich, Chicago, Ill. Original 
Serial No. 859,437. Divided 
1915. 


1,195,808. Lock. 
application filed Aug. 31, 1914. 
and this application filed Dec. 7, 


1,195,836. Egg-Beater. Albert Moses, New York, N. Y. 
Filed April 5, 1916. 
1,195,871. Automatic Door-Stop. Charles P. Thompson, 


Brockton, Mass. Filed April 11, 1916. 
1,195,880. Skate-Sharpener. John Van Raden and Nor- 
man Van Raden, Melvin, Minn. Filed April 3, 1916. 


1,195,881. Latch. Ysbrand H. Van Wetzinga and John 
Denker, Grand Rapids, Mich. Filed March 11, 1916. 
1,195,882. Automatic Door-Releaser. Herbert D. Wear 


and Frank J. Maginnis, Lake City, Minn., assignors of one- 
third to Fred J. Luth, Lake City, Minn. Filed April 18, 1916. 
1,195,884. Door and Window Fastener. William H. L. 
Wells, San Francisco, Cal. Filed May 20, 1916. 
1,195,885. Cleaning Device for Rakes. Joseph P. Welsch, 
Nokomis, Ill. Filed March 28, 1916. 


1,195,889. Sash-Adjusting Means. Francis M. Baker, 
Viroqua, Wis. Filed April 17, 1916. 
1,195,932. Pliers. Emil J. Swanson, Norton township, 


Muskegon county, Mich. Filed Nov. 9, 1912. 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 








METAL MARKET CONTINUES ACTIVE WITH 
RUMORS OF FURTHER ADVANCES 
OF PRICES. 





The curious feature of the metal market during the 
week is that apparently there has been so little atten- 
tion paid to the matter of the pending railroad strike. 
Bookings for all classes of steel and iron have con- 
tinued heavy and the records for August show that 
orders for steel were far in excess of shipments. 

In the pig iron market there has been continued 
activity in the steel making grades but foundry irons 
have also gained considerably during the week. 

With the exception of copper, the non-ferrous 
metals show a decline as compared with the prices at 
the beginning of the month, the drops, however, not 
being very marked, the greatest loss being less than 
5g cents, in the price of spelter. 

The following shows a comparative statement in- 
cluding the high and low prices for August of the six 
most important non-ferrous metals: 

Average Average 


High. Low. for Aug. for July. 
Copoer...... 28.12% 26.62% 27.375 25.607 
WO vad oer 39.50 37.75 38.565 38.591 
eee 6.50 6.00 6.273 6.547 
Spelter . 9.87% 8.12% 8.949 9.517 
Aluminum .61.00 58.50 58.904 59-333 
Antimony ..16.00 10.50 13.142 14.761 


The prices quoted are for New York except in the 
case of spelter, where the St. Louis prices are given. 

It is by no means certain at this time that prices on 
some of the steel products have reached their maxi- 
mum as there are predictions that further advances 
will be made in a number of lines. 





STEEL. 

In the Chicago district the demand for steel bars 
and other forms of finished steel is getting stronger, 
and it is becoming apparent that a considerable num- 
ber of domestic consumers have not covered their 
requirements for the first half of 1917. They are find- 
ing difficulty already and for some of them it has 
almost been impossible to place any considerable or- 
ders for first half delivery. Quotations on steel bars 
are strong at 2.79 cents Chicago with rumors of a 
further advance. A number of contracts were closed 
during the week for structural material and the de- 
mand for shapes from mills continues heavy at the 
nominal quotation of 2.79 cents Chicago mill. Al- 


though no specially large orders have been placed for 
steel plates recently there is a fairly good demand, 
most of which is going to the independent plate mak- 
ers who have some capacity left. 
strong at 3.19 cents Chicago mill. 


The market is 
In the Pittsburgh 





district there has been a let-up in the demand for 
structural steel, but the price remains firm, ranging 
from 2.60 to 2.75 cents Pittsburgh. In steel plates 
the situation is very firm and prices in the Pittsburgh 
district range from 3% to 4 cents for prompt deliver- 
ies, while the contract price is 3 cents. 





COPPER. 

The scopper market continues the most active 
among the non-ferrous metals. Although there is no 
such strong demand for export as there was some 
weeks ago there is still plenty to keep prices up. Sales 
of Electrolytic are reported at prices ranging from 
28 to 28% cents for September ; 2734 to 28 cents for 
October, with November and December at 27%. 
cents. Prime Lake is quoted at 2734 to 28,cents for 
Prompt and September, with October at 2734 cents 
and November and December at 27% cents. Ordi- 
nary casting copper can be obtained at 25 to 25%4 
cents for delivery during September. Exports of cop- 
per as reported by the New York Custom House for 
the month up to and including August 28th amounts 
to 27,635 tons with a total of 210,644 tons since Janu- 
ary I, 1916. The base price on sheet copper remains 
at 37% cents. 

TIN. 

In the tin market it was reported that there are 
indications that the British government may again 
curtail exports of tin to this country, and some im- 
porters state that they have had difficulty in securing 
licenses for shipment both from the Straits of Malacca 
and from Great Britain to this country. This natu- 
rally has resulted in a stiffening of prices which are 
now quoted at 393% to 39% cents for Spot and 
September, with October at 391% cents and November 
and December at about 39 cents. This is about one 
cent higher than the prices ruling a week ago, but the 
Chicago warehouses have not advanced their quota- 
tions, which remain at 43 cents for pig tin and 44 
cents for bar tin. 


SOLDER. 

Prices on solder as quoted by the Chicago ware- 
houses remain as follows: XXX Guaranteed, % & 
Y, 25% cents; Commercial, % «& Y%, 23% cents; 
Number 1 Plumbers’, 211% cents. 


LEAD. 

Almost everyone is expecting another advance in 
the price of pig lead although the leading interest 
still maintains its quotation of 614 cents New York. 
The outside market is quoted at 654 cents St. Louis 
and 634 cents New York. The Chicago warehouses 
maintain the same quotations as a week ago, Amer- 











ican pig being quoted at $7.30 and Bar at $7.80 per 
hundred pounds. Sheet lead is quoted at $8.50 in 
full coils and $7.75 in cut coils. 

WOVEN WIRE FENCE 
PREDICTED. 

It is predicted that within a short time there will 
be an advance in prices of woven wire fence. No 
change has been made on this product since March 
first, when the discounts on woven wire fence were 
61% percent on carload lots, 601% percent in. 1000-rod 
lots and 59!4 percent in smaller quantities. At that 
time the price on plain wire was 2.25 cents. With 
plain wire being $6.00 to $8.00 a ton higher it would 
seem only natural that a corresponding advance of 
3% points on woven wire fence would be fair. This 
would make the new discount 58 percent on carload 
lots, 57 percent on 1000 rod lots and 56 percent in 
smaller quantities. 


ADVANCE IN 


SHEETS. 

The Chicago market on steel sheets is showing 
considerable strength, although no change has been 
made in the quotations as yet. Some small sizes of 
sheets are obtainable under the market, but this is 
only due to specific contracts in peculiar cases and 
does not represent the actual situation in the steel 
sheet market. In fact, it is generally expected that 
decided increases will be made within the near future 
in the quotations on all classes of sheets. The Chi- 
cago warehouses have advanced their prices on black 
sheets $3.00 per ton, the new quotations being $3.35 
for 28 gauge. In the Pittsburgh district blue annealed 
sheets as well as black sheets are in strong demand. 
Prices on the former range from 3 to 3.10 cents, 
with the latter being quoted at 2.90 to 3 cents. There 
is a strong tendency toward higher prices on both. 
Although it is said that domestic buyers are secur- 
ing small tonnages of galvanized sheets at 4.20 cents 
Pittsburgh for 28 gauge it is understood that the 
heavy export sales which have recently been made 
were all on a basis of 4.25 to 4.40 cents Pittsburgh. 


TIN PLATE. 

During the past week it has developed that several 
large manufacturers of tin plate who had neglected 
to place contracts are now having difficulty in trying 
to find mills which can supply their needs. There 
is an insistent demand for plates for delivery during 
the first quarter of 1917 and in some cases it has been 
necessary for the mills to receive tonnages for their 
regular customers, but in every instance this has been 
done without quoting prices, consumers being assured 
that their requirements will be filled, but that the 
prices will not be determined until later. 


OLD METALS. 

Conditions in the iron and steel scrap market in 
Chicago are beginning to show improvement and 
brokers have been buying more freely. Prices, how- 
ever, have not been changed materially. Wholesale 
dealers report quotations as follows: Old steel axles, 
$22.50 to $23.00; old iron axles, $22.00 to $22.50; 
Steel springs, $14.00 to $15.00; Number 1 wrought 
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iron, $14.75 to 15.00; Number 1 cast iron, $11.50 for 


net tons. Prices for non-ferrous metals are as fol- 
lows per pound: Light copper, 18 cents; light 
brass, 10 cents; lead, 5 cents; zinc scrap, 6 cents; 
aluminum, 32% cents. 


SPELTER. 

Prices in the spelter market have weakened some- 
what under the pressure of second-hand offerings but 
the producers are firm in their position due to the 
heavy sales during the past month. Prime Western 
spelter is quoted at 87% to g cents St. Louis for Spot 
and September, with 854 to 834 cents for the last 
quarter of 1916. It is reported that a good sized ex- 
port business involving chiefly high grade spelter was 
done during the week. The Chicago warehcuses 
maintain their quotations at the same figure as a 
week ago, ‘spelter in slabs being quoted at 10 cents 
and sheet zinc in cask lots at $18.00, with $18.50 to 
$19.00 in less than cask lots. 


PIG IRON. 

There has been considerably more interest among 
consumers of foundry iron of both Northern and 
Southern grades, in the Chicago market than has been 
the case for several weeks. Most of the activity is for 
delivery during the first half of 1917, although some 
business was also taken for the last quarter of 1916. 
Northern Number 2 Foundry and Malleable grades 
are strong at $19.00 and $19.50 Chicago furnace re- 
spectively. In the Pittsburgh district there is a strong 
tendency toward advances, particularly on the foun- 
dry and basic grades, and it is understood that several 
dealers in the former are demanding $19.00 Valley. 
One large sale involving 10,000 tons of foundry 
grades and another of 5,000 were reported in the 
Pittsburgh district. From Birmingham the informa- 
tion comes that between 20,000 and 30,000 tons of 
pig iron were sold during the week and that negotia- 
tions are on for 15,000 tons additional. The prices 
obtained were $14.50 to $15.00 a ton at furnace for 
delivery before December 31, 1916. Those in posi- 
tion to know look upon the present buying movement 
as a forerunner of a very substantial one during the 
latter part of this year. 


Rogers, Brown and Company’s Market Report, 
Cincinnati, Ohio, September 1, 1916: 


August, ordinarily considered a depressing and debilitat- 
ing month, has proved far from that to the pig iron industry. 
All during July, when sales were at a low ebb, producers 
comforted themselves with the knowledge that a heavy buying 
movement had to come before the close of the third quarter 
and that buying movement swept over the country in August. 
Orders for steel making irons were most prominent, but as 
the month closed practically all grades and classes have come 
in for their share of popularity. Selling records have been 
broken. 

One of the leading producers in the Buffalo district finds 
the improvement so marked that it has withdrawn entirely 
from the market on iron to be delivered prior to July 1, 1917. 
Other Northern Furnaces are rapidly finding themselves in a 
similar condition, and that the task now is not to work up 
the consumer’s interest, but to find sufficient pig iron to apply 
against outstanding inquiries. 

There is at present 40,000 tons of various grades of iron 
being sought in the Cincinnati territory alone and probably 
J00,000 tons total in the various districts. This activity in 
the North has quite naturally had its influence on the South- 
ern situation, and the increasing optimism of that district is 
being expressed in stiffening prices. 
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